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NATIONAL VOICE OF THE TRADE 


Yes, it's presentatives are on 
their way to see you wap the ™ A. It contains many 
pleasant surprises. Every importont need ts satisfied. There 
are boots, gaiters, and rubbers for every purpose. Our 
factories have learned much from their war experience. You will be 
elated to see the styling. New rubber compounds have been developed which are 
modern miracles of rubber chemistry. Materials relatively unknown 


a few years ago are being used successfully. 





It is good to have the sample cases filled again and to be explaining the inbuilt values in 


“U. S."" Waterproof Footwear. Backed by 103 years of continuous manufacturing 


y 


_ experience, “U. S." Footwear will, as always, maintain its position of leadership based upon 


merit of product and our usual adherence to the highest’standards of workmanship. 
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Bach succeeding year adds new luster 





to the reputation of Tandrite Calf. 


Stepping into 1946, the makers of 
America’s finer shoes underscore their 
long-continued preference for the impec- 
cable beauty of Tandrite ... result of 
its unmatched attainments in Quality, 
Color and Finish. 
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A stand-out backless spectator 

pump with eye-snaring 

extension sole and definitely 
distinctive white stitching. By 
JOHANSEN BROS. SHOE CO., Inc. 
St. Louis, Mo. 

Tandrite Calf, No. 594, Blue. 


E. HUBSCHMAN & SONS, INC. ¢ PHILADELPHIA, PA. 
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The Whole Wide World Wants Shoes 


WHILe foot-weary Americans tramp .from store to 
store in search of shoes in the right last and size to pro- 
vide a proper fit, men, women and children of Europe 
and other parts of the world are in a plight that is infi- 
nitely worse, as revealed in this pathetic photograph of 
four little girls of Drancy, France, smiling as they hug 
the new shoes distributed by the American Red Cross 
Relief Workers to replace the shoddy, worn ones they 
are wearing. More photographs showing desperate shoe 
conditions in various lands appear on pages 50 and 51. 
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Although thousands of pairs of shoes were contributed in 
the Victory Clothing Collection held in recent weeks, the 
need for shoes and especially children’s shoes, is still 
acute. According to the Save the Children Federation, a 
charitable organization engaged in welfare work among 
needy children here and abroad, “the shoe trade has an 
unprecedented opportunity to help in relieving human 
distress and in conserving human life.” Shoes may be sent 
to Save the Children Federation Workroom, 8 Washington 
Place, New York 3, N. Y. 
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BENJAMIN H. NAMM, president 
of the National Retail Dry Goods 
Association, in the opening session 
of the association’s annual conven- 
tion, said: 

“The retailer has become the most 
important business man in America. 
He is almost invariably the rallying 
point for civic development and 
morale building in his community. 
He is, by far, the largest advertiser. 
He is one of the largest employers 
of labor and one of the largest tax- 





“The retailer is certainly going 
to be the architect of our country’s 
economic future. Our capacity for 
manufacturing goods has been vir- 
tually doubled as a result of the war 
effort. Once the problems of recon- 
version are overcome, the number 
one problem of our country will be 
that of distribution. It will be up 
to the retailers of our country, large 
and small, to transfer the products 
of our factories, mills and farms 
into the homes of Mr. and Mrs. John 
Q. Public. It will be over that last 
three feet, as represented by the 
counter of the retail store, that 
goods must pass before they will be- 
come of any economic value to the 
nation. 

“The day has long since passed 
when a retail store was just a place 
where goods were purchased. The 
modern store has become a vital 
force in its community. It has be- 
come a part of the lives, hopes and 
tradition of a great number of 
people, of those who work there, 
those who shop there and those who 
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know only too well that a town is 
largely judged by the quality of its 
stores.”, 

* o * 


JOHN WINDHORST of the Nunn- 
Bush Shoe Company, says: 

“To illustrate how tight the situa- 
tion is on shoes and how hungry 
people are for them—the other day, 
as I was walking into Murphy’s 
Shoe Store in Flushing, Long Island 
(with two sample cases), a mother 
and her two boys were standing by 
the doorway. As I started to pass 
them, I overhead one youngster say: 
‘Mother, that’s the shipment Mr. 
Murphy said is coming in.’ This re- 
mark made no impression on me, as 
I was too occupied with getting my 
cases through the people in the 
store. When I got to the rear, I 
put my cases down and found the 


three of them—the mother and the 
two boys—grouped around me, with 
an expectant look on their faces. I 
still wasn’t aware of anything un- 
usual, until one of the boys piped 
up: ‘Well, aren’t you going to open 
them up?’ It then dawned on me 
that they were under the impression 
that my cases contained shoes and 
they were going to be first in line. 
When I explained the situation, they 
were three very disappointed people. 

“It’s tough when we salesmen 


start to be followed into stores; and | 


perhaps we'll be in the position of 
the gas trucks of a few years ago, 
that were followed until they came 
to the gas station to which they were 
delivering.” 


KENNETH E. PARKS, shoe buyer 
at Fowler, Dick & Walker, Bing- 
hamton, N. Y., says: 

“To obtain and keep competent 
sales help, most shoe stores must 
pay higher wages. At least a nucleus 
of high-grade employees must be 
kept or shoe fitting, the very foun- 
dation of successful shoe merchan- 
dising, will suffer. As I see it, stores 
are affected in varying degrees by 
the man and woman power situation. 
Probably the specialty shop is the 
best situated in this regard. It seems 


to attract high calibre personnel and 
all-round knowledge is not required 
to the extent that it is in family 
stores and department stores. It is 
in the two latter that sound training 
and experience is the most neces- 
sary. 

“Department stores have certain 
advantages in obtaining sales per- 
sonnel. By the magnitude of their 
operations they attract large num- 
bers of applicants. Most of them 
have efficient employment and train- 
ing procedures which assure sound 
selection of new employees. 

“On the other hand, many depart- 
ment stores do not have as flexible 
wage policies as independent mer- 
chants. For that matter, it is becom- 
ing increasingly difficult for any 
merchant to absorb rising costs and 
still maintain the present level of 
retail prices. No doubt manufac- 
turers deserve their 44 per cent 
price rise, but I do doubt the ability 
of retailers to absorb this in connec- 
tion with steadily rising costs in 
other directions. If the cost of mer- 
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chandise goes up and wages go up, 
profits will soon be wiped out, if 

profit margins are not ad- 
justed through higher retail prices.” 













“EVERYONE IS A SALESMAN” 
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—Gene Flack, president of the 
Sales Executives Club of New 
York, says: 


—"Some of us sell ideas. Others sell 

quote and services. All of us every 

ay are selling ourselves. Selling is a 
way of life. 

—"lt is America’s No. | profession be- 
cause, from now on out, high-level 
consumption, attendant full employ- 
ment, and the prosperity of this na- 
tion depend upon selling. 

—"In wartime, we as a nation have ac- 
complished one of the greatest selling 
jobs in all history. Around the earth, 
we have mcde people understand us. 
We have sought—and a . 
respect and cooperation, not only o 
our fighting allies, but also of millions 
of others concerned with life and liv- 
ing. 

—"But the biggest selling job of all stili 
lies ahead. 


—"Now we must sell peace. Now we 
must sell prosperity. Now as never 
before, with the fighting ended, we 
must sell, to ourselves and to the 
world, our country's magnitude, its 
Industry and wealth, its ingenuity, and 
understanding of people's basic wel- 
fare. 

—"And, specifically, if we are to attain 
those inspiring objectives, we first 
must sell our 8 goods 
and services 





























Miaiidicdigs tases stands at the 
threshold of its greatest selling eral” 
—Gene tells a great story in a few 
words. 
—Our shoe industry can well afford 
to give heed—and act. 





PRESIDENT A. L. VILES of the 
Rubber Manufacturers Association, 
New York, says: 

“Measured against pre-war con- 
sumption and even greater post-war 
requirements, 1946 will continue to 
be a ‘famine year’ as far as natural 
rubber is concerned.” He based this 
appraisal on reports from the major 
rubber producing areas. To it he 
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coupled a warning that most sections 
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of the world market will suffer acute 
shortages of finished rubber prod- 
ucts for many months to come— 
probably into 1947. 


“The picture is much brighter in 
this country, both as to raw mate- 
rials and the finished products. 
Thanks to the availability in good 
supply of high quality synthetic 
rubbers, American manufacturers 
will reduce substantially the back- 
log of constimer demand that ac- 
cumulated during the war years. 


“Trade circles expect an all-time, 
peacetime record consumption of 
approximately 900,000 tons of rub- 
ber in this country in 1946. In light 
of difficult production problems in 
the troubled Far East, natural rub- 
ber producers may be unable to 
meet more than a third of this de- 
mand. Best current estimates are 
that natural rubber receipts in this 
country will run between 250,000 
and 350,000 tons. 


“Indications are that basic raw 


materials requirements of American 


manufacturers will be met—even 
though these demands rocket nearly 
50 per cent above the 653,000 tons 






























of rubber used in the last full peace- 
time year, 1940.” 


PAUL JESBERG of Jesberg’s Shoe 
Store, Los Angeles, says: 

“Trere is an apparent serious con- 
dition all through our industry. It 
is evident that since the war’s end, 
competition has also ended. Any 
one who has been around the mar- 
kets recently must have observed 
that there is no competition among 
the tanners, none among the fac- 
tories and certainly none among the 
workers in any of the branches. 
Tanners get five cents more for mak- 
ing tan leather, so why worry about 
the black situation? A buyer goes 
to nearly any factory with the plea 
for more shoes and is met with the 
‘so what’ attitude. ‘Who is giving 
you shoes, anyway?’ seems to be 
the universal thought. 

“Right now it seems too many 
factory heads and workers have 
what they consider important out- 
side interests. Workers will take a 
week off on the flimsiest excuse and 
think nothing of it. In the mean- 
while, the public needs shoes and re- 
tailers are hard pressed to operate a 
service organization.” 








“Better tell him he's laying a smoke screen again." 
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| SOME seven or eight years ago, when selling men’s shoes 
was more interesting, if more difficult than it is today, a 
Fifth Avenue store famous for conservative merchandise, 


startled the country with a new and really unusual shoe. 
It was a low-boy, two-eyelet blucher with pronounced 
walling at the toe. Its design was remarkable, even at 





You've seen nothing in moccasin effects 
until you've seen them in this “natural” 
color. 


Illustrated from E. E. Taylor 
Corp., a monk strap, cleverly applied t 
a conventional moccasin front. They 


made of Gutmann’s Calabash Gambe 


the leather used here as background) 





this time of fast styling. But, in the rich tawny leather % 


from which this shoe was made, there was a real fashion 
story;.one that was to become one of the greatest success 
stories in men’s shoe retailing. It did not take New 
Yorkers, jaded though their fashion appetities were at 


that time, long to realize that here was a new color in | 
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shoes, a color that could be as distinctive and different 


in personality as each of the thousands of men who 


were to weax the shoes. 

Though many promotional names were given to it, 
it became favorably known in the trade as “natural” or 
“luggage” veal or side, depending on the type of skin 
from which it was tanned. Distinctively mellow, like 
a pipe, it improved with wear and polish. Weather, 
soaping, cleaning and subsequent polishing improved 
its patina. No two pairs of shoes, cut from the same 
skin, looked alike after they had been worn for several 


moccasin effects using “natural” 
er. Left to right: Five-eyelet blucher 
@ more pointed toe. A U-Throat 
in with interesting quarter. Both 
Curtis Shoe Co., Inc. And, a five- 


t moccasin-front blucher over a well- 


ded last. From E. E. Taylor Corp. 


weeks or months. And customers who insisted on hav 
ing unusual shoes found a world of self-expression in 
this new color. 

It soon became a staple in high-grade shoes, and 
although its popularity was somewhat curtailed when 
antiquing and stained effects appeared on the scene, 
thousands of pairs continued to be sold to customers 
who realized the virtues of this leather, particularly 
in all-weather shoes. 

Rationing, unfortunately, caused its demise as a 
popular color; since it was definitely an extra pair or 














Freeman Shoe Corp. uses “Tawny Tan” in this 

five-eyelet blucher from their Cradled-Tred line. 

The more lightly detailed moccasin is quite as 
effective and from the same company. 


Wallach featuré 
“Tawny Tan” in thee 
tractive ad at right ® 
The New York Tima 


A light luggage shot 
was the base color j# 
these two attractive p+ 
terns which have bet 
well stained down. Tht 
U-front moccasin is 

Sundial Shoe @ 
Branch of Internation# 
Shoe Co. Bates She 
Company made the © 
companying medallie 
straight tipped brogit 





WALLACHS 
of a shoe 


*s newest color. . . 


| 
| 
| 
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i hy Mea rich. mellew tome. and ene of the «martest colors we've 
a im many a -cason, Preeman brings you this glorions 
EM Gee of the biggest chor buys of the season —« hand: 
wrford with just the right “helt” te cand steadfen, 
tengh weather. The cubblestitched upper is oil tanned 
that contradicts its weight. amd to fend off wet, slushy 
Heavy double sole. cut from the “Parter House” region, 
» full leather linung. and straim-relieving Credied-Tred 
for imeptring an abicing Eriewd-hip for this fine shoe. 


It’s aF reeman Shoe 


WALLACHS- 


BOF HART SCHAFFNER & MARX CLOTHES — 
: tem 2 Penton eeee ee sees eTeRe hed — 
5 


Two moccasin - front 
bluchers using a heavy 
stain on a “natural” 
color base. The lower 
shoe is from Sundial 
Shoe Co., Branch of In- 
ternational Shoe Co. 
The upper from Bates 
Shoe Company. 


Conrad Shoe Company 
uses a luggage shade 
with light antiquing in 
this streamlined version 
of Norwegian moccasin. 


promotional item. Hardly had October 31st dawned, however, even 
though quotas were still very much a headache, this color turned up 
again to brighten the style scene on Madison and Fifth Avenues. And 
shoes cut from it soon became beacon lights shining from the otherwise 
still style-frozen windows. It took no Sherlock Holmes to sense that here 
was the rebirth of a real “hot” promotion. Shops showing these shoes 
admitted that they were the fastest things in their windows, with more 
than the usual number of customers battling for each available pair. 

A discreet conversation with a tanner of this type of leather, early in 
December, concerning its prospects and its possibilities for acceptance 
for Spring shoes brought the frank statement that it would be the strong- 
est color in several of the fastest style lines in the country, and at least 

[TURN TO PAGE 68, PLEASE] 











1. Spectator step-in with contrasting stitches and 
perforations; saddle-stitched rolled sole. <A 
British Walker by J. P. Smith. 2. A “dress-up” 
spectator with vamp perforations and open toe 
by Queen Quality. 3. Perforations and bow give 
feminine appeal to Matrix spectator by E. P. 
Reed. 4. Mannish brogue treatment and exten- 
sion edge sole with white stitching. A Sportster 
Londonaire by Sarra Sandler Shoemakers. 5. 
Low heel sling pump spectator by Vitality. 


Always Among the Most Popular of Summer 
Shoes, the Two-Tone Spectator Will Be Just as 
Big a Seller as Limited Production Will Permit. 
It Will Be Available in Classic Types and New 
Variations, Some of them Far Removed from the 
Traditional Tan and White, Tip and Fox Pattern. 


- by BETH HOLLINGER 
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THE SPECTATOR 


N. Spring or Summer stock is ever complete without 


that perennial favorite, the spectator. The restrictions 
on style of the past few years took it away from us but 
now it is back and slated to be in greater demand than 
ever. Coordinating with every type of warm weather 
costume, the two-tone spectator is as much a part of 
Spring and Summer as green leaves and sunshine. It 
seems to answer a Summertime need that no other shoe 
quite fills. To smart women it is the perfect shoe for 
tailored country clothes. To many style-conscious young 
women it is a light shoe that looks as right on city 
streets and in offices as it does out of town. And to all 
women it is more flattering than all-over white. 
Unfortunately, with the shortage of white leathers and 
continuance of low quotas, not nearly enough spectators 
are expected to reach the stores to meet the demand. 
Limited in pairage as they are, retailers are wise to con- 
fine their orders largely to the classic white and tan in 
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A Wardrobe Classic... 


the closed pump pattern. The greatest demand will un- 
doubtedly be for this type, but a place, small though it 
be, must be left for the variations on the classic. 

With the opened-up shoe, dramatic and feminine in 
its appeal, still uppermost in consumer demand, there 
will be definite requests for similar styling in the spec- 
tators. And low heels must be considered as a major 
trend evolved during the war years. So the 16/8, and 
lower, heel and the sling spectator—with closed, as well 
as open, toes—may well be expected to run close seconds 
to the classic. We have illustrated here a majority of 
the closed type of spectator. This is natural in any selec- 
tion of this style shoe, for, despite the importance of the 
variations, the classic will predominate in store inven- 
tories. Among these, special note should be made of the 
round-wall toe with the square extension sole, so impor- 
tant in tailored shoes now. 

However, when the term “spectator” is used in its 
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1. Spectator strap and thin lines of white 
stitching on tip and fox for the smart walking 
shoe. A Penaljo by Hamilton, Scheu & Walsh. 
2. Turftan pump highlighted by white stitching 
to form spectator lines of tip and fox. By 
Johansen. 3. The spectator look in white sling 
pump with contrasted leather tip and heel, A 
Paradise by Brauer Bros. 4. Wing tip with 
pinked edging on walled last, A Mode-Art by 
Moulton Bartley. 5. Fine pinking treatment on 
blue calf tip and fox of white suede spectator 
by Florsheim. 6. Summery looking natural linen 
and brown calf topped with soft bow. A Natu- 
ral Bridge Shoe by Craddock Terry. 


broader meaning, a white shoe with a color accent, then 
there are even more interesting new treatments in the 
market for Spring 1946. Color has been introduced in 
collar and open-toe binding, in throat trimming and heel 
covering, in platform and heel covering, in the upper 

[TURN TO PAGE 70, PLEASE] 
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Above: Gen. Walther 
Lucht, former German 


Army Group Commander, 


cleans his shoes outside his 


bunkhouse in the prisoner- 
of-war camp at Hersfeld, 
Germany, where 278 Ger- 
man generals and admirals, 
not permitted to have 
orderlies, must carry out 
their own personal duties. 


THE WHOLE 


¥ 


Not the Least of the Problems Confront- 
ing the Victorious Allies Is That of Pro- 
viding Clothing (and Particularly Shoes) 
for the Impoverished War Victims— 
Both Those in the Former Axis Camp 
and Those Liberated by Our Armies. 


Above: The cry of all Italy seems to be for shoes. 
Refugees come to the UNRRA camps barefoot. Here 
in the shoe shop at the UNRRA refugee camp at 
Santa Maria di Leuca, shoemakers among the refugees 
work at repairing wornout shoes and making new 
ones when they can manage to find the leather. 


Below: French children show their new shoes. Their worn 

leather shoes torn at toes and heels, and held together by 

cord, children of Drancy, France, a suburb of Paris, hold up 

for inspection the new shoes which have been distributed to 
them by American Red Cross Relief Workers. 
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VIDE WORLD WANTS SHOES 


Right: Stitchers at work in the Displaced Per- 
sons shoe factory in Lubeck, Germany. All 
workers are Displaced Persons. The factory is in 
the stables of a former Wehrmacht cavalry bar- 
racks.. At right, Wing Commander W. S. Light- 
hall of Hampstead, Montreal, UNRRA field 
supervisor in the Lubeck area, discusses produc- 
tion figures with the overseer of the factory. 


ve: Wing Commander Lighthall, UN- 

A field supervisor, watches a Displaced 

pn operate a high-speed tacking ma- 

Gime in the Displaced Persons shoe fac- 
iy in Lubeck. All equipment here had 
: be “scrounged” from various sources. 
‘ ed Persons set it up, and the fac- 
tory functions on modern production lines. 


} 
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Below: Since the liberation of Hong Kong 
by the British, two Chinese brothers have 
been adopted by the RAF Spitfire Squad- 
ron stationed at Kaitak Airfield. Named 
Big Wings (11 years old) and Little Wings 
(8 years old) bv the fliers, the boys lend a 
hand to the British airmen while they 


take time out to clean their boots. 











One of the six attractive windows at Boldrick’s. A double-size blow-up of the full page 
“brand name” newspaper ad is used as background to co-ordinate the ad with windows. 


ales Promotion is a Many-Linked 


THAT sales promotion, to be suc- 
cessful, must be a carefully forged 
chain, made up of strong individual 
links has been proved conclusively 
by A. J. Slade, general manager of 
Boldrick’s Fine Shoes in San Diego, 
Calif. The chain has a careful buy- 
ing policy, with an eye to how the 
merchandise will be presented and 
co-ordinated in window and _ in- 
terior displays, with advertising 
which ties the other links together 
in presenting the complete story to 
the prospective customer. 

Before coming to San Diego not 
long ago, Mr. Slade’ had been affil- 
iated with D. H. Holmes Co., Ltd., 
of New Orleans, for eight years; be- 
fore that time he was associated 
with R. E. Kennington Co. of Jack- 
son, Miss., as buyer and manager of 


A. J. SLADE 
General Manager of 
Boldrick’s Fine Shoes, 
San Diego, California 


the shoe departments. The ideas 
which he developed from his long 
experience in merchandising shoes, 
have stood him in good stead in this 
new connection. 

One of Mr. Slade’s first ideas on 
co-ordination dealt with advertis- 
ing. He ran a full-page ad on brand 
names in several San Diego news- 
papers. Incorporating six nationally 
advertised lines of children’s shoes, 
14 of dress shoes, 11 of sport shoes 
and four of casual shoes, the ad ex- 
plained that all of these brands were 
to be found at Boldrick’s. This was 
then blown up to twice its original 
size, and was used as a window 
background in all six windows of 
thestore. In addition, easeled posters 
of the ad itself caught the attention 
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The Successful Presentation and Sale of Mer- 
chandise Depends on a Number of Factors, Care- 
fully Co-ordinated. A. J. Slade, General Man- 
ager of Boldrick's in San Diego, California, Has 
Found that Merchandise Must Be Tied Together 
with Advertising and Window Displays in Order 
to Do a Really Effective Promotional Job. 


Above: Full-page ad of 35 brand names 
which ran in several newspapers recently. 
This ad was used as a basis for displays 
in* windows and in the store interior. 


Left: Hand-painted billboard in four 
colors brings the name of the store to 
motorists in the San Diego area daily. 
Outdoor advertising is an innovation 
which promises to gain in importance. 


Re everneres 


Jessie Day, left, and Martha Wesiler, co-owners of Martha’s Advertising 
of customers as they passed through oe ae per: Koved oq beta se ia 


the interior of the store. 

It is generally believed that Bold- 
rick’s has more branded lines of 
shoes than any store on the West 
Coast, having recently added several 
other lines to the already long list 
appearing on the ad shown here- 
with. Said Mr. Slade, “When I be- 
came general manager of Boldrick’s, 
there were already many branded 
lines of fine, nationally-advertised 
shoes in the store. The purpose of 
having many well-known lines in 
one store is not complete unless the 
consumer is reached with this in- 
formation. A follow-up of brand- 
name advertising is planned as ad- 
ditional lines are added to the 
store.” 

[TURN TO PACE 68, PLEASE] 
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The Customer Will Decide 


SHOE retailers today are taking more than an academic 
interest in manufacturers’ problems and future plan- 
ning, for on what the manufacturers decide to do, par- 
ticularly in reference to styling, will depend in large 
measure the answer to the crucial question of postwar 
retailing, namely: Can something approaching the high 
wartime rate of stock turnover be maintained, or will 
style competition force the retailer to return to the pace 
of two or three turns a year in spite of anything he 
can do? 

The style limitations that have existed during the war 
have been accepted by customers of “high style” re- 
tailers under government compulsion and as a wartime 
necessity. The result has been a marked increase in the 
turnover of these stores, producing gratifying returns 
on a relatively small investment. Some shoe men be- 
lieve careful buying of styles in an adequate range of 
sizes will permit continuation of high rates of stock 
turn, although certainly below the wartime rate. All the 
retailer has to do, they contend, is to analyze correctly 
his clientele and resist the temptation to overbuy. When 
a free market returns he will again be a free agent in 
determining what he will buy and sell and consequently 
what his turnover will be. 

The majority of retailers who specialize in style foot- 
wear, however, incline to the opinion that the problem 
is not so simple as that. As style origination, shoe pro- 
duction and retail competition increase, the retailer be- 
comes less of a free agent. If a store’s competitor is 
featuring an interesting pattern that he doesn’t stock, he 
is more than likely to receive calls for that number, and 
it becomes a question of deciding whether walkouts or 
_— future markdowns constitute the greater threat 
té profits. Multiply this case by similar style competition 
from a dozen other stores and the trend toward in- 
creased buying, heavier stocks and slower turnover is 
well under way. 

Under the influence of style competition, it is likely to 
be the customer, rather than the retailer, who dictates 
how many styles will be stocked and thereby determines 
the capital investment and the rate of turnover. As pro- 
duction increases and demand for shoes on the part of 
retail stores tends to ease off, competition among the 
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manufacturers is likely to result in the development of 
an increasing variety of styles and patterns, with in- 
creasing pressure on retailers to stock them. 

It has been estimated that shoe machinery already set 
up or on order in the nation will be capable of produc- 
ing 800,000,000 pairs annually, as compared with a 
peak production of 498,000,000 in 1941. Prewar capac- 
ity was estimated at around 700,000,000 pairs, but the 
industry was never able to develop a market for the full 
capacity. Some people in the trade have begun to won- 
der where and how all the shoes the nation will be able 
to produce are to be sold, and this thought has given rise 
to a growing emphasis on the coming need for promo- 
tion efforts designed to increase average per capita shoe 
consumption, once the existing shortage has been re- 
lieved. Even in the face of the current terrific consumer 
demand, some alert retailers are beginning to exercise 
more caution in their buying. They feel that obso- 
lescence in styles may be a factor in six months or less. 


A FAVORABLE factor that may tend to counterbalance 
the perils in any impending over-supply of shoes is the 
probability that by that time retailers will be able to 
reorder depleted styles from day to day, obtain fast 
delivery and thereby accelerate turnover to some extent. 
As of today, the shoe retailer finds it difficult if not 
impossible to estimate his free-market demand or plan 
an intelligent future buying and merchandising pro- 
gram. He cannot know how many other stores his cus- 
tomer visited in a vain search for the shoes she wanted 
before she entered his store, or whether she will continue 
to be his customer when the supply situation becomes 
normal. In every city today there is a vast number of 
transient customers going from store to store hoping to 
find a certain style or type of shoe in the particular size 
that is required: They are anybody’s customers for the 
moment; when conditions return to normal they may 
revert to the store they formerly patronized or they may 
continue to patronize some other store whose merchan- 

dise and service they have found to be satisfactory. 
The retailer cannot know how many of his customers 
of today were forced into his price bracket by rationing, 
[TURN TO PAGE 74, PLEASE] 
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and flexibility, too 


Dares 


ik: PEE 


Having enjoyed cushioning comfort 
in wearing platform-type and play 
shoes, quality-minded women want to 
repeat the pleasurable experience in 
whatever type of shoe they choose 
—and Darex Insoles will. give 
it to them. 
* 


DEWEY ano ALMY CHEMICAL COMPANY cawmanioce 40, mass. - MONTREAL 32, CANADA 
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Reborn 


THE FAMOUS 408 


Hunt Rankin top grade Bucko. 
Unlined ... Duflex White Nap- 
line sole... White Ivory heel - 
with Duflex White top lift. 





Far left: Long sofas, abstract geo- 

metric display forms, modern fixtures 

lend an atmosphere of elegance. 

Above: Leopard skin is used for the 

upholstery of some of the chairs in 
the new salon. 


New Store Combines 


BEAUTY with FUNCTIONAL DESIGN 


S TENDENCIES in design of the 
| modern shoe store are veering away 
from traditional conceptions of store 
design and store layout.. The un- 


usual is being combined with attrac- 
tiveness and utility in an attempt to 
create a lounge salon rather than 
the ordinary, commercial store. A 
recent example of the modern and 
the unique is the store opened on 
Lincoln Road, Miami Beach, by 
Hertz-Ross. The store features a 
deep-welled, tropical rock garden 
growing in the window and a cock- 
tail corner in the normally wasted 
loft space. The overall radical de- 
parture from conventional tech- 
niques of interior construction, and 
design has resulted in an unusual 
selling establishment. 

Transparent, abstract forms sus- 
pended from the ceiling are used to 
display shoes in the wedge-shaped 
window, which allows an almost un- 
obstructed view from the street into 
the 90-foot interior. Primary fea- 
' tures include an “open air” treat- 

ment of window space, large mir- 

' rored areas, light walnut and black- 
) wood finishes, strong color accents 

_ of orange and French blue, and fur- 
'niture in nubby mohair, leopard 
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skin, and denim, all very striking. 

Disadvantages such as the high 
ceiling and the narrowness of the 
store space were overcome by a mir- 
rored partition which divides the 
space into salon and stockroom. No 
footrests are used on the cushioned 
footstools in the belief that womén 
prefer to have shoes fitted in a natu- 
ral sitting position. The space above 
the storeroom has been used for an 


intimate cocktail lounge where late 
afternoon shoppers may be enter- 
tained. Throughout, an attempt has 
been made to avoid the atmosphere 
of the commercial store and to 
create that of a comfortable, luxuri- 
ous living room. 

The store is being managed by 
Benjamin Ross who has been asso- 
ciated with Saks-Fifth Avenue in 
New York and Palm Beach. 


Transparent display fixtures in abstract forms are used in windows to 
show off the shoes. The passer-by can look into store from street. 
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A RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Mauapacturing nd Mertels 


aa 
Chicago 

ALTHOUGH the situation in male help has eased ever so 
slightly, manufacturers find themselves very short on 
female labor. Several of the larger houses here report a 
shortage of as many as 400. The comment was made that 
since many women stopped their jobs immediately follow- 
ing V-J Day, they may soon be returning to the factories, 
their unemployment compensation having about run out by 
now. However, this may be whistling in the dark since 
there are thousands of women who definitely gave up work- 
ing when the war ended. Many of these took on wartime 
jobs as a patriotic duty, others to earn money to replace 
the wages of their men folks in the service. These women 
had no intention of remaining in industrial life once the 
basic need for such endeavor was removed. Therefore it 
is practically certain that the great majority of these “war 
hands” will not return. 

Since labor remains as the one continuing drawback to 
“getting on with reconversion,” manufacturers are not ex- 
tending themselves in the way of new styles and patterns. 
They point out that the fancier designs mean added work- 
manship. Therefore they find it a sounder policy and one 
which results in the production of a greater number of 
pairs, to concentrate upon relatively staple types. In the 
main it is the staple and semi-staple shoes that sell in 
greatest volume anyway, and since at this time the real need 
is for shoes and more shoes, they consider this the sensible 
road to follow. 

While it is admitted that reptiles are very much in 
public favor, these, too, add to the shoemaker’s head- 
aches. The cutting and the matching of reptile skins adds 
considerably to the time consumed in manufacture, so 
here again no real headway is made and full production 
is diminished rather than increased. 

Women’s shoe manufacturers in this area, all of which 
make quality goods, are of the opinion that the demand 
for higher priced white shoes (that is, retailing at $8.95 
and over) will decrease this Summer. Since good shoes 
are hard to get, they believe women will be satisfied with 
lower priced whites because the season for these is limited. 
Hence these houses are making but few strictly Summer 
shoes. Rather they are concentrating upon calf and pat- 
ent, the latter having become rather more abundant re- 
cently. Some novelties in bright colors are being included 
in the lines, but here they are handicapped by lack of 
hides, especially in .the wanted reds. Thus the staple 
blacks, browns and blues are getting the bulk of attention 
as these factors bend every effort to hasten footwear to 
the retailer whose stocks are so badly out of balance. 
However, since the tanners have as yet been allowed no 
higher prices, the manufacturer is confronted by the 
problem of how to make many shoes out of the limited 
number of hides shipped to him. 

All houses comment upon the steadily increased de- 


mand for platform and welt shoes—in a word comfort 
lasts—which has manifested itself strongly within the 
past few months, 


Boston 


B oston’s wholesale market during the first two weeks of 
January has seen more buyers than at any time since the 
Victory Shoe Market Show sponsored by the New England 
Shoe and Leather Association last Fall. Some of them 
came merely in order to see what could be done to expedite 
the delivery of shoes long on order. Others apparently 
had expected to find more shoes available immediately fol- 
lowing the price increase permitted by the OPA. Both 
types were disappointed. Manufacturers and wholesalers 
told the same story—that no more shoes are available 
uow than before the price increase and that, much as they 
regret the fact that merchants’ inventories are dangerously 
low, there is little which can be done to speed up ship- 
ments. Leather in the factories is no more plentiful, 
though, generally speaking, more workers are available. 

Under the terms of an agreement reached by the Massa- 
chusetts Leather Manufacturers Association and the In- 
ternational Fur and Leather Workers Union, CIO, leather 
workers will receive a 15-cents-per-hour increase in their 
pay. This agreement affects about 3000 workers in the 
Peabody-Salem district and has been made effective, also, 
in tanneries not members of the association, employing 
about 1500 more workers. 

A decrease in October production of 0.5 per cent in New 
England is reported by the New England Shoe and Leather 
Association. Massachusetts and Maine showed increases 
of 2 and 4 per cent, respectively, but the average was 
brought down by New Hampshire production which was 
lower by 9.5 per cent than in October, 1944. Total New 
England production for the first ten months of last year, 
however, showed an increase over the preceding year of 
7 per cent. r 

Orders received by both shoe and leather industries in 
November show little change from the October figures, 
according to the Associated Industries of Massachusetts. 
Compared with last year, however, the index is up three 
per cent. 


St. Louis 


MANUFACTURERS’ problems so multiplied here dur- 
ing the year-end transitional two weeks that some plants 
were approaching production chaos. Complicating factors 
were material and labor shortages, the former aggravated 
by strikes affecting suppliers. Result was that some plants 
dropped from a five to a three-day week and deliveries 

[TURN TO PACE 83, PLEASE) 
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RESORT SHOES SELL 
IN NEW YORK 


THE usual January demands for 
early Spring, Southern resort and 
Northern Winter shoes is felt this 
year in the traditional calls for patent 
leather, high color sandals, spectators 
and dark smooth and suede leathers. 
The only difference between this and 
the normal peacetime January is that 
stocks are lower than they have ever 
been, with no near prospect of any 
real relief in the situation. High heels 
and, very important, low heels are 
being asked for. The very low heel 
gypsy seam and Norwegian moccasin 
types are wanted by women as well as 
by high school and college young- 
sters. 

In the children’s departments stocks 
are very low. Biggest purchases are 
in conservative oxfords. Greatest 
shortage is reported to be in the older 
girls’ sizes. A definite lack of big 
boys’ shoes is attributed by some to 
leather shortages entirely. The girls 
want the gypsy seam and Norwegian 
moccasin styles. For dress they are 
looking for pumps on slightly higher 
heels with sling backs. The rubber 
footwear situation is bad in all de- 
partments. Stores report being sold 
out of rubber boots and stadium boots. 

Inventories in men’s departments 
are very low, “worse than ever right 
now” is the report. Prospects for in- 
creased production of men’s shoes 
later in the year is one of the bright- 
est spots in the current outlook. 

Current opinion on women’s two- 
tone spectators, now selling in a lim- 
ited number of stores for the Southern 
resort season, is that the classic closed 
pump is the best bet. Some retailers, 
however, expect the demand will be 
for sling pumps in brown and white 

use women have become so ac- 
customed to the “comfort” of these 
opened-up patterns. The shortage in 
white leathers means that the supply 
of these shoes will be limited. 
+ * a 


BALTIMORE MERCHANTS 
PROMOTE COLOR 


BALTIMORE shoe merchants are 
vigorously planning the promotion of 
color for Spring footwear and related 
accessories. Red, beige and green are 
expected to take the lead in the order 


named, while reptiles in the tradi- 
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tional brown and colors, too, will 
share the spotlight. Alligators from 
the Argentine are being imported in 
various shoe styles by one shoe dealer 
te be featured in price ranges from 
$14.95 up. Windows as well as inte- 
rior displays already show these 
shoes, especially along the main shop- 
ping area on North Charles Street. 

Cursory glances at shoe store in- 
teriors and window displays reveal 
definite pointing up of reds already, 
especially in sleek, shiny calf both in 
the classic open toe pump with me- 
dium heel and bow of the same shade 
as well as the high-style sling pump. 
Hess had an interesting red model in 
calf on a side shelf in their main 
floor better shoe section. 

I, Miller and Hanan’s showed alli- 
gator and alligator-lizard types with 
dressmaker touches for the coming 
season. Hanan’s alligator model was 
a sandal with a scalloped treatment 
which was at once soft, feminine and 
appealing in effect, also a departure 
from the classic spectator types. Per- 
haps this line fits in with the new 
torso as decreed by corset stylists, 
rounded, soft and feminine. Certain- 
ly shoes have gentle lines this season. 

Merchants here, in view of world 
affairs, have an eye toward the tra- 
ditional early promotion of Southern 
footwear for Bermuda jaunts. News- 
paper advertisements and window dis- 
plays are making Baltimureans aware 
of white shoes. 

Business has béen good generally, 
but the cry is still low stocks and no 
merchandise in quantity with deliv- 
eries very slow, in most cases. 

The manager of one of Baltimore’s 
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Hess of Baltimore offers lizard com- 
bined with gilt studs. In four colors 
with matching handbag. 








larger department stores said that 
exchanges this year on Christmas slip- 
pers were very heavy, that there is a 
definite interest in patent leathers, 
although they are slow in coming and 
customers can’t be satisfied. So far 
as style is concerned, aside from the 
softer line, the very high and the very 
low heel, paradoxically, are excellent. 
Hess showed some low sandals in alli- 
gator-lizard and white and brown 
sports types whose heels were very 
low. 

“We are getting merchandise in 
very small amounts,” said the depart- 
ment store manager. “Black and 
brown calf and reptiles will lead off 
for Spring, 1946, while more color 
will be added to our stocks—particu- 
larly red, People want a spot of 
color with their suits and dresses for 
Spring.” 

According to this man, gray and 
neutral tones in costumes are leading 
for the new months ahead, and there- 
fore colored accessories are vital. 
Gabardines, too, will be good, he pre- 
dicted. 

In the children’s shoe departments, 
sizes up to three were easily obtained, 
but after that—up through adolescent 
and teen-age brackets, shoes were 
scarce, principally loafers and moc- 


casins. 
e:. Oa 


ST. LOUIS STORES 
SELL MEN ON GLAMOUR 


CuRRENTLY the most novel devel- 
opment in the high-style field is the 
study that St. Louis retailers are giv- 
ing to ways and means of “selling” 
men or women’s glamour footwear. 
Their ideas so far are fragmentary 
and admittedly must await much bet- 
ter inventories and, in most cases, 
more adequate space. But they are 
all based on an indicatien—confirmed 
by many ladies’ apparel shops—that 
men are taking a greater interest in 
what their wives or girl friends wear. 


Commonest explanation for the 
fact that women are being accompa- 
nied in increasing numbers by men in 
their clothes buying is that women’s 
wear, since rationing, is becoming 
more feminine, and men are eager to 
see their womenfolk get away from 
severe dress or enforced frowziness 
and go all out for glitter. Merchants 
have noted that when couples, par- 
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ticularly young ones, shop together 
for the woman’s clothes, in cases of 
indecision between two dresses the 
man solves the problem by buying 
both, whereas the more frugal woman 
decides on one or neither. The pres- 
sure of war is off now and he has the 
time, money and desire to adorn her 
to the best possible advantage. 

Shoe dealers are eager to turn this 
trend to their advantage and are do- 
ing considerable planning. And if 
one may be permitted to combine all 
these embryonic ideas into a compo- 
site picture, it comes out about like 
this: 

First, a startling window display to 
arrest masculine attention from the 
sidewalk; funneling drapes are so 
arranged as to center on a wolf’s eye 
view of the underside of a bridge or 
cocktail table. Three or four pairs of 


knee-high realistic legs end in the 
most extreme of glamour footwear. 
“We have especially got to get away 
from some of these grotesque, ill- 
fitting display limbs that take half 
the beauty from stylish shoes,” said 
the retailer. “In today’s sandalized 
types, the foot makes the shoe as 
never before. In such a promotion 
we must make the property so life- 
like that the man inclined to glamour- 
ize his wife will insist she get the 
footwear shown.” 

Next is a sequestered spot, a semi- 
partitioned section or even a separate 
department inside the store where 
men can help women select shoes 
without running the risk of embar- 
rassing grins, real or imagined, from 
other women shoppers. One such de- 
partment under consideration would 
bar all but escorted women and pos- 
sibly include a number of glamour 
accessories or lingerie calculated to 
attract the male’s eye. These sections 
might also display a limited number 
of men’s shoes, where the domestic 
sales pressure could work in reverse. 

Until consumer shoe wardrobes are 
much better filled, these plans are not 
likely to materialize. The demand 
probably will remain so high for some 
weeks that promotions aimed at lim- 
ited fields would not be economically 
justified. But against the time when 
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A platform pump in plastic patent 
with the new wing-line throat as fea- 
tured by Joseph, Chicago. 





the sale of a few extra pairs a day, 
particularly high margin style num- 
bers, means the difference between 
net profit and loss, some shoe mer- 
chants are preparing to exploit the 
new male interest in feminine glamour 


to the utmost. 
* * & 


STOCKS VERY LOW 
IN CHICAGO 


THE consumer demand for footwear 
continues unabated and retailers in 
Chicago are eyeing their dwindling 
stocks with considerable apprehen- 
sion. For in spite.of the fact that, in 
theory, manufacturers are maintain- 
ing their quotas, the net result is that 
stocks are not. being sufficiently re- 
plenished in the retail shops. The 
larger stores seem to be somewhat 
better off in this respect, but the 
smaller individual shop is hard 
pressed these days to satisfy even a 
small proportion of its customers’ 
needs. There is many a shop owner 
today who is embittered by what he 
terms the “favoritism” which is shown 
the larger account. He maintains 
that the large stores with their huge 
buying power are getting more than 
their share of merchandise, and this 
at the expense of the small business 
man. This is, of course, a moot ques- 
tion, for manufacturers stoutly main- 
tain that they are adhering strictly 


and conscientiously to the quota sys- 
tem as it was carried out during the 
war period. 

Platform-types are very much in 
demand everywhere, the high-fashion 
shops featuring them in one-inch 
heights as well as the lower types. 
Joseph gives special emphasis to very 
high platforms, showing them in 
dressy daytime sling backs as well as 
in elaborately beaded and sequined 
evening models. O’Connor & Gold- 
berg have recently stressed suede 
platforms, with ankle straps, the 
leather which is so scarce, so sought 
after. 

Anticipating Spring by a month or 
more, Marshall Field recently intro- 
duced navy in their salon. A variety 
of smart blue calfskin models, mostly 
in sling-back variations, were shown 
and brought very active customer re- 
sponse. The two extremes in heel 
heights comprise present-day custom- 
er demand. Either the shoe must have 
a very high heel and be in dressy 
interpretation, or it is a flat that is 
wanted, in simple, tailored style. 

Patents are beginning to put in an 
appearance again, and shoe men re- 
port that this will be the big leather 
for the coming season. Although they 
will buy (and quickly sell) as many 
bright reds, reptiles, and suedes as 
they possibly can get, patent is the 
one item that is expected to outsell 


AS. 


all others, mainly because there prom- 
ises to be a greater abundance of this 
leather. 


* + 


SALES VOLUME OFF 
IN DETROIT 


THE shoe trade in Detroit is definite- 
ly in the reconversion period, with 
plans being laid for many store re- 
modeling projects, new merchandis- 
ing policies, and the like, but with 
actual sales volume decidedly down. 
Traditional holiday slump took place. 
and business has stayed at low levels, 
largely as a result of the shortage of 
merchandise. The public has become 
fairly convinced that shoes are hard 
to get, and the demand, which peaked 
rapidly after the removal of ration- 
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a COLOR ro your Tan snoxzs 


witn DE LF TUNE 


Tones of Brown — Wine— Mahogany that provide a lasting 
depth of color —that rich hand-rubbed appearance. A new 
formula for “toning” tan shoes to meet the customer's approval, 
BE BE TONE rubs on and wipes off easily without streaks. 
BE BE TONE brings out the grain of the leather, darkens stitch- 


ing and perforations. 


BE BE TONE is widely used by shoe 
manufacturers for color antiquing — now 
available in pint jars for application by 
the shoe retailer and repairer. 


Sold by Shoe Findings Dealers 
and Shoe Store Supply Houses 
#15 Medium Brown #28 Mahogany 

#18 Dark Brown #31 Wine 
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ing, has tapered off, although all indi- 
cations from store contacts with regu- 
lar customers is that there is a big 
backlog of demand waiting for the 
right type of shoe. 

The condition of even a month ago, 
when anything in footwear could be 
sold, because customers were in great 
need, is about at an end, and cus- 
tomers again are becoming selective. 

Immediate effect of the automotive 
employment and strike situation on 
retail sales is mixed. It has appar- 
ently had little to.\do with downtown 
store sales, but a good sampling of 
retail neighborhoods indicates that 
customers, especially those on strike, 
are deferring shoe purchases as a re- 
sult—something they tell the local 
shoe merchant, but not the clerk in 
the big downtown store. 

Demand for specialized types of 


footwear is on the increase, with cus- 
tomers more insistent upon getting 
what they want than in a long time, 
the result is that, with shelves going 
bare, some stores are putting up signs 
“Empty boxes” to answer the suspi- 
cions of customers who see rows of 
boxes and think there must be some- 
thing available. 

Situation is most exaggerated in the 
hosiery sections, with stocks down as 
much as 90 per cent in major stores, 
and women clamoring for hose have 
constituted a store traffic problem in 
many instances, as bad as the shoe 
stampede of two years ago. 

Local merchants anticipate a light- 
ening of the shoe situation early in 
February as shipments go out from 
the factories, and they are counting 
on a reasonable assortment of styles 
and sizes to carry them through the 
Spring. 

Promotional activity in shoe stores 
is naturally dormant under these con- 
ditions, with advertising down, and 
such items as more expensive custom 
made pumps receiving the emphasis, 
as it was upon house slippers a month 
ago. 

Employment situation is easing up, 
largely because sales have dropped 
off, and demand for shoe clerks at the 
moment is not so intense as it has 
been for three years. 
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COLOR LEADS IN 
MIAMI SALES 


Ir is still too early to offer an authen- 
tic prediction of what the resort shoe 
picture will develop into, but one 
thing is sure—there will be color and 
plenty of it. At the moment red seems 
to be heading the list in Miami, but 
it is bound to give way to something 
else and that very soon. One of the 
leading shoe stores has been featuring 
a red alligator in matched bag and 
shoe sets at $54.45 for the set, plus 
tax on the bag. There has been some 
activity in blue calf, and white with 
tan has been moving well. 

The classically plain shoe is just 
not in the picture. Everything is 
trimmed. Even high priced custom- 
made calfskin pumps selling at $18.95 
have a bow of matching calf; in this 
line it is red that is moving best. 

Many of the best shoes are featured 
with a cuff, outlined in nailheads or 
perforations. Wedge heels are fea- 
tured in both popular priced lines 
and the higher bracket output. Rich- 
ards has an oxford of white calf, with 
cork wedge and matching brown lac- 
ing, priced at $17.95. Butler’s offers 
one in a wide range of color at $5.98. 
At the Mary Jane shop a smart 
wedgie can be had for $4.45. 

A lot of white is moving and there 
is a pickup in pastel tones. One shop 
is featuring “Glamorous color in ro 
mantic pastels” and offers a nice line 
of inexpensive—less than five dollar 
models—in such colors as “happy 
red,” “charm yellow,” “gleaming 
orange,” “exciting green,” “sweet- 
heat rose,” “honeymoon blue,” “rap- 
ture purple” and “romance white.” 
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THE FLEET-FOOTED 
WANT “ FLATTIES” 


‘They've young. gay and oh so com 
Aecrable, Wothe fat heeled 
thee we bere 


‘Trine... black calif ling with « 
perky bow 7" 
Torina ... hallet-cype shee im seh 
he A mar te, 7" 


MRANINE A CO Shee Feuhuen Pee 





The popularity of the flat heel is 
exemplified in these two shoes shown 
‘by Hahne & Co., Newark, N. J. 


Suede is for the moment the popu- 
lar leather. This is particularly true 
for the white shoe. Not much suede 
is combined with other leather, but 
we do find some colored calf with the 
white. A lot of color is featured in 
calf, particularly in the higher priced 
bracket, and it is shown in red, green, 
blue or brown. 

The important resort shoe news is 
due to break soon. Shoe dealers feel 
handicapped because of the inability 
to get as much stock as ordered. 

* + * 


SALES VOLUME HEAVY 
IN UPSTATE NEW YORK 


SHOE stores in Binghamton, N. Y., 
used the comparative quiet of Janu- 
ary to recover from a tremendous 
holiday business and to get stocks 
in shape for what most of them be- 
lieve will be a very active year. Sales 
volume continues heavy with avail- 
able merchandise falling far short of 
meeting public demand. 

Yet there has been a slight easing 
of the supply situation in a few re- 
spects. Improved deliveries of chil- 
dren’s shoes have enabled most 
stores to add to such inventories. 


Parlor City Shoe Co. advertised that 
it now has a good stock of children’s 
footwear. And a few stores report 
faster deliveries of other shoes since 
the first of the year. Clearance sales 
are being used by some merchants to 
close out odd lots and discontinued 
lines, but markdowns are compara- 
tively few. 

One store has been able to offer a 
limited supply of evening shoes, 
mostly in silver and gold. Other 
stores report almost no evening slip- 
pers or sandals on hand. At Mid- 
winter local style demand is de- 
cidedly conservative, with most buy- 
ers favoring closed types with little 
ornamentation. Customers are shun- 
ning shoes with bows or buckles. 
There is a fair call for those adorned 
with nailhead studs. The younger 
element buys sling backs and open 
toes, but other women seem to want 
simple styles of the health shoe type. 
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Foot Relief Is BIG 
Business! 





Fe ia THAT’S WHAT 
THE PEDO-GRAPH 
PRINTS OF YOUR FEET 
SHOW— METATARSAL 
ARCH WEAKNESS! 
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Make Foot Relief 
A Part Of Your 
Business Of 
Selling Shoes And 
You’ll Marvel How 
Handsomely It 
Pays In PROFITS, 
PRESTIGE 

and BETTER 
SATISFIED 
CUSTOMERS! 


EVER TOOK THE TROUBLE TO 
TELL ME THESE THINGS! 


REMEMBER! 70% OF THE POPULATION HAS FOOT TROUBLE 


Don’t underestimate the huge market for Dr. 
Scholl’s Aids for the Feet! It is BIG business— 
highly PROFITABLE business—EASY business. 
And what it does in making better pleased cus- 
tomers, is in stse/f a big dividend-payer for you. 
Actually 7 out of every 10 customers facing your 
men at their fitting stools have foot trouble in 
some form. Interest yourself in their foot prob- 
lem as you go along making a sale of shoes. 
Then suggest the proper Dr. Scholl Foot Com- 
fort* Remedy, Appliance or Arch Support for 
their foot trouble. If you don’t sell them relief, 


someone else wi/// * Trade Mark Reg. U. S. Pat. Of. 


THE SCHOLL MFG. CO., Inc., 213 West Schiller St., Chicago - 


February |, 1946 


And remember this: Dr. Scholl's is the only com- 
plete, scientific, nationally advertised line and 
Service of its kind in the world! You have but to 
say to customers, “it’s Dr. Scholl's”, to win their 
confidence and respect for the Dr. Scholl foot 
relief you recommend. 

Get started NOW! The moderate investment it calls 
for, with the rapid turn-over you get, makes this mighty 
profitable business for you. Send for our catalog. 


FREE HOME STUDY COURSE 


Teaches you how to render Dr. Scholl’s Foot Comfort 
Service. Very easy to master. It can be worth thousands 
of dollars to you. Get this valuable training NOW. It 
is yours for the asking. Write for details at once. 














62 West 14th St., New York 








Increase in Shoe Imports Forecast 


Tariff Commission Study Reveals Little Prospect of 
Corresponding Increase in Exports, However, Save in 
Footwear Sent Abroad for Relief and Rehabilitation 


by EUGENE J. HARDY 


An increase in imports of footwear during the immediate 
post-war years has been forecast by the Tariff Commis- 
sion, but there appears to be little likelihood of a corre- 
sponding increase in exports. 

The report, prepared at the request of Congress, at- 
tempts to forecast the foreign trade picture with regard 
to both short range and long term prospects. According 
to the Commission, increases in imports should be pro- 
portionately higher in low priced shoes, provided the full 
50 per cent reduction in duties authorized by the recent 
renewal of the Reciprocal Trade Agreements Act is put 
into effect. 

The predictions on exports are also fraught with “ifs.” 
The report points out that if the level of world income 
is higher than in 1939 and duties and other trade barriers 
are lower, exports might possibly increase. However, with 
“protectionism” again rearing its head in the State De- 
partment, unrestricted world trade appears to be drifting 
further away. 

The present rate of duty on leather footwear ranges 
from 10 to 30 per cent ad valorem, and on leather soled 
footwear with fabric uppers the rate is 35 per cent. The 
rates fixed by the Tariff Act of 1930 were 20 per cent 
ad valorem on leather footwear and 35 per cent of leather 
soled footwear with fabric uppers. The 20 per cent rate 
was increased to 30 per cent on McKay-sewed shoes and 
decreased to 10 per cent on turned shoes, effective Jan. 1, 
1932, by Presidential proclamation. Under the Czecho- 
slovak trade agreement, effective from April 16, 1938, 
until suspended on April 22, 1939, the duty on McKay 
shoes was reduced to 20 per cent and the duty on footwear 
with molded soles laced to uppers was reduced to 10 per 
cent. A reduced rate of 25 per cent was also in effect 
during this period on leather-soled footwear with fabric 
uppers. Reductions in duties were also made in or before 
1939 on other specified types of leather shoes, under trade 
agreements with the United Kingdom and Canada, the 
rates of which are still in effect. The 1943 agreement 
' with Mexico also reduced the rates on certain special types. 
As previously pointed out, all these rates may now be 
reduced an additional 50 per cent. 


THE reports used 1939 as base year for future fore- 
casts, and for that reason a quick look at available figures 
for that year is advisable. In 1939 total production in the 
United States was 435,258,000 pairs, of which 3,066,000 
pairs were exported. During that year imports totaled 
2,679,000 pairs and the ratio of imports to total domestic 
consumption was 0.62 per cent.: 

Total imports of footwear for 1939 were about 26 per 
cent below the average for the 3-year period 1936-38. 
This decrease was due principally to the rapid decline in 
imports from Czechoslovakia after Bohemia and Moravia 
were brought under German control in the spring of 1939. 


Even in 1939, however, Czechoslovakia was the predominant 
source of imports, particularly for low-priced shoes for wo- 
men and misses. The Commission points out that if im- 
ports from Czechoslovakia had continued throughout 1939, 
total imports would probably have reached 4,000,000 pairs. 

Changes in duties, however, would have little effect on 
the total quantity or value of consumption, according to 
the report, since, even with a 50 per cent reduction in 
duty, imports would not be large enough (for most classes 
of footwear) in relation to the large domestic production 
to affect materially the price level of domestic footwear. 

The bulk of the import trade is grouped into two main 
classes by the Commissison: (1) High and medium quality 
shoes, which in 1939 accounted for only about 5 per cent 
of the number of pairs of shoes imported but for about 
one-fourth of the total on a value basis; and (2) low- 
priced footwear, which accounted for about 95 per cent 
of the’ total on the basis of quantity and almost three- 
fourths on the basis of value. 

In 1939, women’s, misses’, and children’s shoes ac- 
counted for 69.2 per cent of total imports, men’s 19.2 per 
cent, shoes with fabric uppers 10.3 per cent, slippers and 
moccasins 1.1 per cent, youths’ and boys’ .1 per cent, and 
infants’ .1 per cent. 


SomE of the higher quality imported shoes are of welt 
construction, and are for the most part men’s shoes. In 
this trade the United Kingdom predominates, though there 
are small imports of similar character from several other 
sources. Considerable numbers of women’s shoes are also 
included in the higher quality imports. Both men’s and 
women’s higher quality shoes sell largely on account of 
style and so-called prestige. Most of the higher quality 
women’s shoes come from Switzerland and bear cemented 
soles. Additional small amounts of high-quality turned 
and McKay women’s shoes have been imported from Italy, 
France, and some other countries. Some of these imports 
have had a foreign value per pair in excess of $10, but 
those with a value of $5 to $7 predominate in the men’s 
shoes, and those imports of women’s shoes from Switzer- 

land have had foreign values of $3 to $4 per pair. 
The low-priced imported footwear before the war con- 
sisted largely of women’s shoes with leather uppers and 
with cemented or McKay-sewed leather soles. Czecho- 
slovakia was by far the most important source of such 
imports, but the Netherlands, Germany, and several other 
countries supplied some imports of this general character. 
Other types of low-priced imported shoes consisted of 
huaraches from Mexico; heavy work shoes produced in 
Mexico and Czechoslovakia; and leather-soled shoes with 
fabric uppers which were supplied mainly from Czecho- 
slovakia, China, and Italy, but also from the United King- 
dom and a number of other countries. The great bulk of 
[TURN TO PAGE 74, PLEASE] 
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“Natural” Rich, Tawny Color Effective 
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two had accepted it to be their featured 
Spring promotion. If any further 
evidence were necessary, a glance at 
the. accompanying photographs will 
show how well it fits the Spring pat- 
tern picture. It’s a long time since we 
have been fortunate enough to be able 
to make such an attractive presenta- 
tion of both patterns and colors. The 
photographer who made the photo- 
graphs remarked that here was a set- 
up of shoes which cried out for natural 
color. It’s a grand leather in plain toes, 
in butted tips and lightly detailed 
brogues, and it has its place even in 
woven shoes. 

Factory men do not agree on the 
manner in which shoes of this leather 
should be finished. Some say “just a 
good once-over with saddle soap”; 
others say “it requires a light stain 
or antiquing.” All agree that it’s a 
grand leather to work with, that it 
shows few handling marks and that 
trimmed with dark welts and stained 
bottoms, it invariably stands out, no 
matter how attractive the rest of the 
shoes in the line may be. 

Here’s a selling tip to remember. 
Tell your customer the shoe you are 
fitting, as he sees it, is a natural color, 
and that it will color up differently on 
each customer’s foot . - and that 
therein lies its true distinctiveness. 
Tell him too, that it’s a rugged leather, 
that it does not require much care, but 
like his favorite pipe, the more gradual 
the “breaking-in”, the more satisfac- 
tory the final color will be. 


One retailer has a set of samples of 
three shades with which he illustrates 
the different color effects obtainable 
from this one leather. A free shine with 
the correct polish gives the customer 
a hint of the ultimate beauty which 
only wear and polishing can achieve. 
Because shoes made of this leather are 
very much like a man’s pipe, we have 
used a pipe rack and tobacco jar for 
decorative illustration. And because 
polishes play such an important part 
in obtaining the final color, we have 
shown in our photographs several 
types of polishes which help to secure 
this desired effect. Both of these devices 
are well adapted to your display of 
this type of merchandise. 


Shoe Sales Up 20 Per Cent 


CotumBus, O.—Total of 26 indepen- 
dent retail shoe stores in Ohio, located 
in communities of all sizes throughout 
the state, with aggregate dollar sales 
volume of $404,862 for November, 1945, 
reported that sales for that month were 
20 per cent ahead of the same month 
of 1944, and were 9 per cent ahead of 
their October, 1945, sales, according to 
a survey conducted by the Bureau of 
Business Research at Ohio State Uni- 
versity. Sales in these- stores for the 
first 11 months of 1945 were 18 per cent 
ahead of the same period of 1944. For 
all kinds of independent retail business 
(except department stores), the shoe 
stores ranked fourth in increase over 
the same month of 1944. 





Colorful Shoes Shown at MASRA Meeting 


Colorful Spring and Summer footwear played an important part in the exhibits 


at the recent convention of the Middie Aftiantic $ 
photograph Miss Taffy Berchel, model, is showing some strik- 


Philadelphia. In this 


Retailers Association in 


ing patterns from the line of Lester Pincus, whose exhibit in the Mirror Room of 
the Philadelphian Hotel was one of the talked-about features of the gathering. 


In the apparel group, which included 
shoe stores, a total of 98 stores with 
November, 1945, sales of $3,775,336, re- 
ported sales were 6 per cent ahead of 
November, 1944, but 2 per cent less 
than October, 1945. Sales for the first 
11 months of last year were 9 per cent 
ahead of the same 1944 period. Men's 
clothing and furnishings stores report- 
ed less than 1 per cent change in sales 
during November, compared with Oc. 
tober, 1945, while family clothing 
stores reported a 7 per cent gain in 
November, and women’s ready-to-wear 
stores, a 9 per cent drop, compared with 
October. 

In Cincinnati and Columbus sales 
were up 14 per cent for November of 
1945 compared with the same month of 
1944, Gains were also noted for Youngs- 
town, 9 per cent; Cleveland, 7 per cent; 
Akron, 5 per cent, and Toledo, 4 per 
cent. Almost no change was revealed 
for Dayton, while in Canton a 4 per 
cent decrease occurred. 


Form New Firm 


Cotumsus, O. — Bramson Shoe Co, 
has been incorporated by the Ohio Sec- 
retary of State’s office with 250 shares 
of no par value common stock, by Edith 
P. Stegner, Myrtle Smith, and Troy A. 
Feibel. 


Sales Promotion 
Is a Many-Linked Chain 


[CONTINUED FROM PAGE 53] 


“Planned” sales promotion is another 
idea of Mr. Slade’s which has paid 
dividends for the store. When he left 
for an Eastern buying trip recently, 
he worked out some special promotions 
with Martha Weisler of Martha’s Ad- 
vertising Service in Los Angeles, who 
handles the advertising for the store. 
Miss Weisler was also in the Eastern 
shoe market at the time formulating 
advertising ideas. Together they plan- 
ned the promotions which would be run 
by the store while the shoes were being 
bought, and selections in many cases 
were made in accordance with the 
plans which had been made for both 
newspaper and outdoor billboard ad- 
vertising. 

To carry through the merchandise 
promotion ideas after the merchandise 
reaches the store, plans are now being 
made to remodel the entire interior of 
Boldrick’s so that customers will be 
more directly attracted to the mer- 
chandise displayed in the store, not 
only on the street floor, but also in 
the downstairs store, which will house 
a most attractive casual and sport 
shoe department as well as the child- 
ren’s department. 

Andy Smith, assistant manager at 
Boldrick’s, has been working in con- 
junction with Mr. Slade in depart- 
mentalizing the buying of merchandise 
for the store. This takes in accessories, 
handbags, hosiery and children’s shoes 
as well as the numerous lines 
women’s shoes. 
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$3 in fabric 
$4 in leather 
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MARCH in 
DELIVERY White, Blue. 


Plump Elk Uppers—Leather Soles. 
Sizes: 5 to 8; 82 to 12; 


PEPITA 


No. 5680 Children's 
Barefoot Unlined All 
Leather Sandal 


Colors: Brown, Red, 
122 to 3. 
Price: $1.60 


GAY ENOUGH to prs even the sunniest day and the 


kid who’ 
-movi 


heart of eve 
tion to the 


Cuca-Rachas promotion! 


wear it, Pepita is a welcome addi- 





In your 


store St March, Pepita will “walk out" just as Spring “walks 


See Us at Your Regional Show 


GERDA 


158 DUANE STREET - NEW YORK 13, N.Y. 


COMPANY 








The Spectator—A 
Wardrobe Classic 
[CONTINUED FROM PAGE 49] 


layer of a two-layer platform—all re- 
flections of the continuing trend to 
softer, more feminine detailing. 

Release from restrictions on two-tone 
shoes has stimulated designers in the 
development of many new treatments. 
Only one thing is lacking to make this 
coming season a top spectator year and 
that is a production difficulty. Scarcity 


70 


of white leathers is the basic reason, 
but there are other production problems 
which have not been solved in time to 
relieve the current season. 

Since this is the case, not all the 
women who want to will be able to 
“live” in their tailored tan and white— 
or, possibly, black or blue and white— 
spectators. For them there can be a 
pair of smart tan, navy or black pumps, 
straps or ties with classic tip and fox- 
ing or with decorative stitching accent- 
ing these same parts of the shoe. 


Washington Newsreel 


[CONTINUED FROM PAGE 38] 


disagree. Lifting of international con- 
trols now would send prices skyrocket- 
ing as leather-starved countries sought 
to outbid each other. 

At present, bovine hides and sking 
and goat and kidskins are controlled 
by government purchases. Sheep and 
lambskins were recently brought under 
import controls. 

The primary objective of the new 
committee will be to recommend dis- 
tribution of scarce supplies among all 
nations in an equitable manner, as did 
its predecessor, the Combined Raw Ma- 
terials Board. 

However, the membership has been 
enlarged to include Belgium, Denmark, 
France, the Netherlands, Norway, 
Spain, Sweden and Switzerland, as well 
as the United States, United Kingdom, 
and Canada. UNRRA will sit in on 
committee meetings as an observer, rep- 
public, China, Czechoslovakia, Greece, 
resenting Albania, White Russian Re- 
Italy, Poland, Ukraine, and Yugoslavia. 


General Shoe Sales Up 
14 Per Cent 


NASHVILLE, TENN.— General Shoe 
Corporation sales for the fiscal year 
ended October 31 totaled $51,177,678, a 
gain of 14 per cent, according to the 
company’s annual report to its stock- 
holders, just issued. The report was is- 
sued over the signature of the com- 
pany’s president, W. M. Jarman. 

Sales for 1944, by comparison, were 
$44,716,809. Net earnings for 1945 were 
$1,110,749, in comparison with $1,007,- 
411 in 1944, a gain of 10 per cent, and 
earnings per share were $1.71, against 
$1.54 for 1944. 

Reconversion, after the manufacture 
of large quantities of military boots 
and shoes and other war material, is 
now complete and production is at peak 
level, the report stated. 

Expansion of the company is pointed 
to in the establishment of three new 
shoe manufacturing plants, at Hunts- 
ville, Ala., McMinnville, Tenn., and Cen- 
terville, Tenn. The first is now occu- 
pied, the latter two are under construc- 
tion. Also, major additions are being 
made to five other company plants. 


Store Remodeled 


FLINT, MicH.—The Economy Shoe 
Store is undergoing remodeling valued 
at $10,000 according to a statement by 
the owner, Lauren §S. Elliott. Improve- 
ments include extending the street floor 
to accommodate the addition of a 
teen-age department and a line of 
work shoes and athletic footwear. The 
store was founded in 1900 by Mr. El- 
liott’s father and was enlarged on two 
previous occasions. 
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Lawson Heads 
Michigan Club 


DerroiTr, Micu.—George H. Lawson, 
of the Phyllis Shoe Company, was elect- 
ed president of the Michigan Shoe 
Travelers’ Club for 1946 in an election 
that brought a new officer to every post 
in the organization. He succeeds Samuel 
§. Weiss, who headed the organization 
during most of the war period, and 
automatically becomes a member of the 
Board of Directors for a three-year 
‘period upon his retirement. 

Other new officers are: vicepresident, 
Sam Kane, Bates Shoe Company; sec- 
retary, Moe Cantor, Simplex Shoe Mfg. 
Company; treasurer, Al Apple, Portage 
Shoe Company; directors for three-year 
periods, E. W. Jensen, Five-Star Foot- 
wear and Foot Kind Shoe Company, 





and Sam Rosenthal, Rogers Brothers. | 


Event was held at a business meeting 
which was the “kickoff” for the Mich- 
igan Annual Shoe Fair, sponsored 
jointly by the club and the retailers’ 


group in the Hotel Statler. The MSTC | 
now have a membership of approxi- | 


mately 150 members, and claim to be 


one of the largest travelers’ organiza- | 


tions in the country. 


Looking forward to 1946, President | 


Lawson predicted, “By midyear, alloca- 


tions and allotments of shoes will be | 


practically eliminated, and the shoe 


traveler will again hit his rea] stride | 
as a salesman. The salesman must keep | 


himself ever alert to the changes that 


are taking place rapidly within the in- 


dustry. 


“He will have to change from an | 


order-taker to a real salesmar. again. 


Further, it is up to him to keep his cus- | 
tomers advised of the changes that are | 


taking place, promptly.” 


Release Preliminary Figures 
On November Production 


WASHINGTON—Preliminary data on | 
shoe production in November, 1945, re- 


leased by the Bureau of the Census, 
show that 1086 establishments manu- 
factured 40 million pairs of shoes and 
slippers. Of these 39 million were made 
for civilian use and one million were 
made on Government contract. Produc- 
tion: during October reported by 1094 
establishments amounted to 42 million 


pairs of which 41 million were for ci- 
vilian use and one million were made | 


on Government contract. 


Complete November shoe production 
data will appear at a later date. 


? Appoint Advertising Counsel 


BrisTou, R. I.—The Bristol Manufac- | 


turing Corporation has appointed T. 
Robley Louttit, Inc., Providence adver- 
tising agency, as advertising counsel. 
Plans are being made to take advantage 
of the technical developments made by 
the manufacturer during the war. The 
Opening gun will feature a new line of 
casual shoes for all the family. 


February |, 1946 
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We Proudly present 
CALIFORNIA CUBOIDS 














The Foot Balancer that all 
America is talking about! 


This is the Foot Balancer (not a mere arch support) that you see 
advertised in GOOD HOUSEKEEPING . . . and advertised under the 
signatures of the nation’s best shoe and department stores. Created 
in CALIFORNIA for smart wearers everywhere and sold by trained 
CUBOIDERS who are a definite asset to your orthopedic department. 
Listed are typical stores handling Cuboids! 


NEW ORLEANS. .D. H. Holmes Co., Ltd. 
ALLENTOWN. .Wetherhold and Metzger 
Thompson - Boland-Lee 
Hess’ & Lane Bryant 
Thayer McNeil 
BURLINGTON, V¢t........ B. |. Boynton’s 


BALTIMORE 


Mandel’s & Lane Bryant 
CINCINNATI Shillito’s 
COLUMBUS...... F. & R. Lazarus & Co. 


SAN FRANCISCO 
SEATTLE 

Phelps Shoe Co. 
ST. LOUIS. ..Famous Barr, Vandervoort’s 


LOS ANGELES... Robinson's & May Co. 
Sy aie and Stix, Baer & Fuller 


LITTLE ROCK 

LOUISVILLE 

MEMPHIS 

MILWAUKEE. . .Boston Store & Gimbel’s 


* REG. U. S. PAT. OFF. Demand the genuine 
BURNS CUBOIDS, made only in California 
If you would join the SELECT CIRCLE of good stores that are finding 
CUBOIDS the answer to their foot problems . . . a contract suitable to 
your needs is available. 


Write JAMES H. SEWELL, President 
BURNS CUBOID CO., BOX 658, SANTA ANA, CALIF. 
“Creators of California Cuboids” 
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‘We are poised for aggressive merchandising and 
it is a pleasure to announce for the coming Spring 
Season that our advertisements will appear in the 
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Editorial Outlook 
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or how many will stay when lower price lines are avail. 
able. Neither can he know to what extent wearing ap- 
oarel budgets, including shoes, will be cut back when 
other consumer goods return to the market. 

It all adds up to the likelihood that the average shoe 
retailer, however much he might like to keep in effect 
his war-taught lessons, will be little more free in the 
future than he has been in the past to make his own 
operating decisions without first taking stock of com- 
petitive conditions. Turnover, investment and profits 
will again be subject to the whims of the public. Suc. 
cessful merchandising, in the future as in the past, will 
consist very largely in the ability to appraise and evalu- 
ate these various conflicting factors, and then to chart 
a course of retail operation that will have due regard 
for competition and its possible effects on sales volume, 
while maintaining both markup and turnover at points 
that will insure an adequate profit at the end of the sea- 
son. The successful shoe merchant will, in most cases, 
be the specialist, who caters to a definite clientele, 
realizes he can’t satisfy everybody and doesn’t try to do 
so. But within the limits of the clientele he serves, he 
will still remember that “the customer is king.” 


Increase in Shoe Imports 
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the imported low-priced shoes had a foreign value per 
pair of less than $1. 

On a long term basis with per capita income at the 
1939 level, the report assumes that the per capita consump 
tion of footwear would probably be about the same as in 
1939, but the increase in population would result in 
increase of about. 10 per cent in total consumption, making 
the quantity about 480,000,000 pairs. 

United States exports of shoes have consisted principally 
of women’s and misses’ and men’s leather boots and shoes. 
In 1939 the value of domestic exports was $5,300,000 or 
0.72 per cent of production. Exports of women’s and 
misses’ shoes were valued at $2,800,000 and men’s shoes 
at $1,900,000 or about 52 per cent and 35 per cent, re 
spectively of the total value of all classes of footwear ex- 
ports combined. In the years immediately following the 
war, domestic exports of footwear, principally for relief 
and rehabilitation, will probably equal or slightly exceed 
the 1939 level. In the post-war long term period, the 
value of exports will probably be below the 1939 level if 
income in foreign countries is no higher than in 1939 
and if duties and other trade barriers are as high as im 
the immediate pre-war period. By then most European 
countries will probably have returned to normal footwear 


production, and some factories established during the © 


war in foreign countries may continue to supply home 
markets and even export footwear. 

On the other hand, if the world income level is much 
higher and the world level of duties and other trade bar- 
riers is much lower than in 1939, foreign countries would 
be in a favorable position to purchase footwear of cer 
tain grades and qualities of which they do not produce 
enough for their own requirements. 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 





Favors Use of Available Shoe Materials 





W. W. Stephenson Chief Speaker at Middle Atlantic Noonday Session 
—Zusi Elected 1946 President 


PHILADELPHIA.—Calling for a con- 
tinuation of the ingenuity and cooper- 
ation evidenced by the shoe industry 
in 1945, the production of 550 million 
pairs of civilian shoes for 1946 was 
forecast by W. W. Stephenson, exec- 
utive vice-president of National Shoe 
Manufacturers Association, speaking 
at the 32nd annual meeting of the 
Middle Atlantic Shoe Retailers Asso- 
ciation at the Hotel Philadelphian, 
January 14. However, he warned that 
‘dealers must not expect unlimited 
styles or only leather shoes if this 
record is to be achieved. 

“The public today wants a maximum 
pairage of good serviceable shoes at 
fair prices,” Mr. Stephenson said. “If 
consumers are to get the shoes they 
want this year, the industry must 
utilize not only all available types of 
leather, but must also, as in the past, 
utilize fabrics, synthetics and all other 
materials which can be used in the 
production of good footwear.” Discus- 
sing the materials outlook, a continued 
shortage of light leathers and increased 
quantities of heavy leathers were pre- 
dicted. “I am very much concerned,” 
Mr. Stephenson said, “that retailers 
and consumers will be inclined to ex- 
pect a proportionate increase in shoes 
made from light leathers, and I am 
certain that any such expectations will 
be met with disappointment.” He 
pointed out that the Balanced Program 
being developed by the shoe industry 
will be instrumental in reaching over 
80 million people who are prospects 
for multiple pair sales. 

Mr. Stephenson was preceded by 


George H. Johnson, president of Lit. 


Brothers, who told his listeners that 
retailers must help keep manufac- 
turers’ prices down by balanced buying, 
buying deep in popular styles, and by 
paying closer attention to the details 
of store management. He called for in- 
creased wages to secure “quality” 
employees. “Higher wages do not in- 
Crease the percentage of costs,” Mr. 


Johnson said. “We are entering a high- — 
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Dates to Remember 


Shoe Show, Northwestern National Shoe 
Travelers’ Association, St. Paul Hotel, 
St. Paul, Minn. February 2, 3, 4, 

Pre-Easter Shoe Show, lowa National 
Shoe Travelers’ Association, Hotel 
Fort Des Moines, Des Moines, Ia. 

February 10, II, 

Shoe Show, Associated Shoe Travelers, 

Hotel Plankintcn, Milwaukee, Wis. 
February 10, 11, 12, 

Monthly Shoe Show, Shoe Travelers’ As- 
sociation of Chicago, Hotel Morrison, 
Chicago, Ill. February 25, 26, 

Shoe Show, Tri-State Shoe Travelers, 
Hotel Statler, Buffalo, N. Y. 

March 17, 18, 

Advance Fall Openings, Guild of Better 
Shoe Manufacturers, New York City. 

Week of March 25, 

Boston Shoe Market Week, New England 
Shoe and Leather Association, Boston, 
Mass. April 8-12, 

Spring Show, Central States Shoe Trav- 
elers' Association, Muehlebach and 
Phillips Hotels, Kansas City, Mo. 

April 28, 29, 30, 

Fall Shoe Show, Southwestern Shoe Trav- 
elers Association, Adolphus and Baker 
Hotels, Dallas, Texas. May 6, 7, 8, 9, 

24th Annual Sales Convention, Indiana 
Shoe Travelers’ Association, Shrine 
Temple, Indianapolis, Ind. May 12, 13, 

lowa National Shoe Travelers Associa- 
tion, Hotel Fort Des Moines, Des 
Moines, lowa. May 12, 13, 14, 

Fall Shoe Show, Pennsylvania Shoe Trav- 
elers' Association, William Penn Hotel, 
Pittsburgh, Pa. May 18, 19, 20, 21, 

Foot Health Week. May 18-25, 
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ly competitive era in which store 
owners must spend money with wisdom 

and purpose in order to survive.” 
Before the adjournment of the con- 
vention, new officers were elected for 
the coming year as follows: President, 
Franklin E. Zusi, Irvington, N. J.; 
first vice-president, Stanley Berger, 
Philadelphia; second vice-president, 
[TURN TO PAGE 106, PLEASE] 
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Shoe Conference and 
Leather Show Postponed 


New York.—The first postwar Shoe 
Styles Conference and Leather Show, 
scheduled for March 18 and 19 at the 
Commodore Hotel, has been postponed 
until September, the National Shoe 
Retailers Association and the Tan- 
ners’ Council of America have an- 
nounced. The decision to cancel the 
March function was reached. by the 
Board of Directors of the NSRA, 
after consultation with the Exhibit 
Committee of the Tanners’ Council, 
because of the difficulty in securing 
sufficient hotel accommodations for 
members of the shoe and leather trades 
who had planned to attend the joint 
showing. 

“It is hoped that by September hotel 
and transportation conditions will be 
improved and that these important 
trade affairs may be resumed,” the 
official announcement said. 





Allied Products Show 


Postponed 


New York—The Allied Shoe Prod- 
ucts and Style Exhibition which was to 
have been held at the New Yorker 
Hotel March 16 to 20 has been post- 
poned by unanimous vote of the Ad- 
visory Group. This action was taken 
following the cancellation of the 
N.S.R.A. Style Conference and Tanners 
Council Leather Showing; which were 
also originally planned for March but 
subsequently postponed. It is expected 
that an Allied Shoe Products Show for 
the Spring season will be held in Sep- 
tember. 


Trager to Buy for Wyman’s 


New York—David Trager, who for 
nearly four year’s has been the buyer 
of women’s better shoes at both Alex- 
ander’s department stores in the Bronx, 
has resigned to become buyer of all 
women’s shoes for the five stores of 
Wyman’s, Baltimore. 

Mr. Trager succeeds Ben White who 
was shoe buyer and merchandiser at 
Wymans’, and is succeeded at Alexan- 
der’s by Gerald Woltin, now on termi- 
nal leave from the Navy Air Force. 
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Style No. 6132 Brown 
Men's Sizes 6-12 
Boys’ Sizes |-5. $1.70 








Moceasins.szea this Value 


* Genuine Leather Uppers 


¢ Orthopedic Brown 
Rubber Soles 


* Raised Moccasin Toes 
Rolled Collars 
Heavy Cotton Laces 


Immediate Delivery 


THE ARNOFF SHOE CO., [OI DUANE ST., N. Y. C. 











Fashion Revue to Be Boston Show Feature 





New England Shoe Market Committee: Seated (left to right)—Frank $. Shapiro, 

Chairman T. Kenyon Holly, Honorary Chairman H. O. Rondeau, Abe W. Berkowitz, 

Jack Sandler. Standing—Secretary-Manager Maxwell Field, Paul $. Rasmussen, 
Manny Sulkis, John S$. Kent, Mark A. Edison, N. P. Lyons. 


Boston, Mass—“Final plans for the 
New England Shoe Market Week, 
which will be held in Boston April 
7-1lth, have been approved by the 
Show Committee,” Chairman T. Kenyon 
Holly said recently. “This show will 
provide the only national showing of 
Fall 1946 shoe styles this year. It is 
sponsored by the New England Shoe 
and Leather Association, which pro- 
moted the highly successful Victory 
Shoe Market last November. 

“Plans for this New England Shoe 
Market call for exhibits by shoe man- 
ufacturers at the Hotel Statler and 
Copley-Plaza, with men’s shoe lines 
concentrated at the former hotel. 
Leading companies in the allied trades, 
including shoe machinery, rubber and 
plastic materials, shoe fabrics, etc., 
will exhibit their new postwar products 
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at the Hotel Statler, on the mezzanine 
floor. New England shoe manufacturers 
with sales offices located in Boston’s 
famous shoe section will again be 
asked to show their lines in their sales 
offices, so that all available hotel dis- 
play rooms can be assigned to other 
manufacturers, particularly those lo- 
cated in New York, Pennsylvania and 
Western shoe centers. 

“ ‘New England points the way’ 
will be the theme of the unique foot- 
wear fashion revue and banquet which 
will be staged on Monday evening, 
April 8, at the Statler. 

“This show will be a ‘must’ for every 
important shoe buyer in the country. 
Adequate hotel sleeping room accom- 
odations are assured all visiting shoe 
buvers.” 

Members of the association’s New 


England Shoe Market Committee 
follow: 

Honorary chairman, H. O. Rondeau; 
chairman, T. Kenyon Holly, Robert H. 
Adams, Stuart H. Armstrong, Abe W. 
Berkowitz, Murray Bernstein, A. §, 
Burg, T. Callahan, Daniel J. Danahy, 
George A. Dempsey, Mark A. Edison, 
Robert Goldstein, Louis Hartman, 
John S. Kent, N. P. Lyons, E. J. Me- 
Carthy, James J. Molloy, Paul S. Ras- 
mussen, Arthur Rubin, Jack Sandler, 
Myer Saxe, Frank S. Shapiro, Samuel 
L. Slosberg, Elliott Stickney, H. C. 
Stillman, Benjamin Stone, Manny 
Sulkis, Ben A. Winer and secretary- 
manager, Maxwell Field. 





Philadelphia Travelers Elect, 
Change Association Name 


PHILADELPHIA.—At a meeting of 
the Philadelphia Shoe Travelers’ As- 
sociation, held here during the recent 
convention of the Middle Atlantic Shoe 
Retailers’ Association, Herman C. 
Johnson, of Seranton, Pa., was elected 
president for the coming year. Mr. 
Johnson represents Freeman Shoe 
Corporation in this territory. 

Ernest L. Whitney, of Philadelphia, 
representing Florsheim Shoe Company, 
was elected vice-president, and I. 
Frank Oberfield was re-elected secre- 
tary-treasurer. 

It was decided to change the name 
of the association to Middle Atlantic 
Shoe Travelers’ Association and to 
launch a vigorous campaign for in- 
creased membership. 





Cangemi Heads Dorina Shoes 


New Yorxk.—Salvatore Cangemi, 
president of Cangemi Inc., has been 
named president of Dorina Shoes Inc., 
a newly formed company that will 
manufacture a high grade, semi- 
tailored, woman’s shoe to retai] from 
$16.95. The factory will be located in 
the Bronx area and production will 
begin in March with 500 pairs a day, 
increasing as materials and labor 
become available. 
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AMERICAN 





Chosen for her beauty, charm, good breeding, and adaptability, this 
young lady is our pin-up girl for 1946. She represents true quality in 
leather, and is symbolic of the post-war line of leathers to be produced 
by the American Hide and Leather Company. 


AMERICAN HIDE and LEATHER COMPANY 


BOSTON, MASSACHUSETTS 


February 1, 1946 





The Heywood Shoe 


Men's shops offering the Heywood shoe read like a 
“Who's Who” of fine stores all over America. 

Thayer McNeil, Boston; R, H. Fyfe of Detroit; 
Armishaw's in Portland, Oregon—all are proud to be 
represented by the Heywood name. To expert 

shoe men and to all who seek the finest footwear 
quality, Heywood indicates a high water mark 


in styling, craftsmanship and materials. 
That rep~tation is now 83 years old. 


MADE BY THE HOUSE OF HEYWOOD IN WORCESTER, MASS., SINCE 1864 
Makers of the Famous Matrix Shoes for Men 
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Explains Balanced Program 
To Canadian Group 


QueBec, CAN.—Speaking before the 
Shoe Manufacturers’ Association of 
Canada at the Chateau Frontenac, here, 
recently, Harold R. Quimby, secretary 
of the National Shoe Manufacturers’ 


Association, explained the Balanced 
Program for Shoes which the associa- 
tion is sponsoring, and emphasized the 
six cardinal principles inherent in the 
satisfactory operation of the program. 
These principles, he explained, are: 

1. An effort should be made by all 
segments of the industry to build up 
the valleys of distribution and still 
maintain the maximum volume of peak 
seasonal periods. It is expected that in 
the future consumers will need and will 
buy substantially more shoes than in 
the past. In recognition of this greater 
demand, retailers and manufacturers 
should point toward obtaining increased 
volume by developing new patterns, 
new styles and new materials for pro- 
motion during historically dull periods. 

2. Manufacturers and retailers should 
merchandise new patterns in a forceful 
manner to the public through vigorous 
advertising and display promotion dur- 
ing dul! periods. 


78 


8. Selling plans should be developed 
by which manufacturers can sell ac- 
cording to pre-arranged production 
schedules. For example, a manufac- 
turer might solicit business from a re- 
tailer in the Fall for Spring delivery 
and receive an appropriate percentage 
of the Spring business to be made on 
staple or planned promotional styles. 
The remainder of the retailer’s busi- 
ness would be placed for delivery on a 
short-term basis. The short-term com- 
mitments should cover style goods, pro- 
motional items, and size fill-ins on 
staples. 

4. In some instances, manufacturing 
space can be offered to distributors 
periodically, the actual merchandise to 
be specified as production schedules are 
at hand. Under this plan, distributors 
would place orders and receive ship- 
ments regularly. 

5. The constant public demand for 
new styles and types should be met and 
developed through the creation of new 
merchandise and new promotional plans 
on a year-round basis. 

6. All restrictive regulations or agree- 
ments should be avoided. 

No detailed plans in its entirety, Mr. 
Quimby explained, can be applicable to 
all manufacturers in all classifications 
and all grades. But, he’ went on, “by 





Test Your Boot and Shoe I.Q.! 
No. 2 Identification 


The following words or phrases iden. 
tify things that have to do with types of 
footwear. Fill in the blanks and check 
up on yourself! Five points for each 
correct answer. 50 is a perfect score; 
40-50 very good; 30-40 average; below 
30, well, not so good! 


. A premium: 

. Luck piece: 

- Famous university: 

Eraser (slang): 

To kick: 

. A vegetable: 

. Wading bird: 

Fragrant wood: 

. Instrument of torture: 

. Magic transportation device: 


[ANSWERS ON PAGE 106] 
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taking those basic factors and mixing 
them with liberal thinking which co- 
incides with established working ar- 
rangements in their own organizations, 
they have evolved highly satisfactory, 
workable plans, 

“Let us not rest upon the laurels won, 
Let us always move ahead to greater 
achievement, to greater heights through 
ambitious, intensive, logical, well-bal- 
anced planning.” 


Against Price Increase 
On Orders Placed by Jan. 5 


New YorkK—L. E. Langston, execu- 
tive vice-president of the National Shoe 
Retailers’ Association, takes the posi- 
tion that retailers who had placed or- 
ders for shoes prior to January 5 have 
a right to expect deliveries according to 
contract and without the addition of 
the 4% per cent increase recently al- 
lowed by the Office of Price Administra- 
tion, unless some different understand- 
ing existed on this point between the 
manufacturer and retailer. Mr. Lang- 
ston said he had received many ex- 
pressions from shoe merchants the coun- 
try over backing up his position in this 
regard 


Some manufacturers, Mr. Langston 
said, have not increased prices on or- 
ders on their books for delivery prior 
to January, but delayed in shipment. 
He feels they should go even farther 
and not charge any increase regard- 
less of when the shoes were to be deliv- 
ered if the orders were in prior to Janu- 
ary 5 and if there was, no escalator 
clause in the contract. 


On South American Trip 


Los ANGELES, CaLir.—Herbert C. 
Marxmiller, head of Marxmiller, Im- 
porters, The Haas Building, is on an 
extended South American trip cover- 
ing Brazil, the Argentine and Peru con- 
tacting first hand sources for reptile 
and leather products. 
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The Treasury Department acknowledges with appreciation the publication of this message by 
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This is an official U.S. Treasury advertisement prepared under the auspices of the Treasury Department and War Advertising Council 
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Men’s Casuals 


California Process | 
Smooth no mark sole finished like leather 








ol 


10 days net 
F.0.B. Chicago 


Fabric upper—platform, 2 tone effect. 
COLORS: Rust & Brown—Beige & 
Brown—Wheat & Brown—Yellow & 
Brown. 


SIZES: 6 to II. 


36-pr. or 18-pr. Lot 
immediate Delivery 


IRVING LAMET SHOE CO. 


329 W. Monroe St., Chicago 6, Ili. 

















DISPLAY SHOE FORMS 








CELLULOID — tadies’ eiléren*e =. 
voter oaty, Lock holatte and tine temaen 


Also PLASTIC (Lucite) DISPLAY SHOE STANDS, 
men’s or women's—attrastive. 


Write for samples or details 
LYONS & COMPANY 
120 Duane Street, New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 

















WOMEN’S SANDALS _ 


Women's All Leather 
WIGWAM Sandals 


Long-wearing Leather Soles—Leather insoles 





Natural, Red, White 
36 pr. of a coler to case 


POLONER SHOE CO. 


156 Duane Street, New York 13, N. Y. 





Stolz Heads Brown 


Advertising 


St. Louis.—Robert Stolz has been 
appointed advertising manager of the 
Brown Shoe Company, succeeding F. 
J. Cornwell who has been named man- 





ROBERT STOLZ 


ager of the company’s Brown-Bilt 
division. 

Mr. Stolz served as assistant adver- 
tising manager of the company for two 
years. Previously, he was with the 


Olian Advertising Company here. 





Wage Agreement Reached 
In New York Area 


New YorK.—In the shortest period 
of arbitration on record between the 
two groups, the Shoe Manufacturers 
Board of Trade of New York and the 
United Shoe Workers of America, CIO, 
have settled provisions for a new 
contract. 

The agreement calls for a straight 
10 percent increase and calls for addi- 
tional adjustment up to 2% percent 
to meet isolated departmental and 
operational inequities. 

A.65 cents per hour minimum has 
been established as contrasted with a 
previous 55 cents for beginners and 
60 cents for employees of over six 
weeks. 

An attempt will be made to provide 
a broader plan of hospitalization and 
surgical care for employees and their 


dependents providing costs do not ex- 


ceed those currently being spent for 
such care. Vacation and insurance 
clauses have been maintained from the 
previous contract. 

The agreement was reached after a 
give and take series of conferences 
over a four to five week period, ac- 
cording to Benjamin Schwartz, pres- 
ident of the Shoe Board of Trade. “No 
pressure was exerted by either side and 
all discussion was amicable,” he said. 

The union was represented by 
Francis Chini with Harry Sacher as 
legal counsel. The manufacturers’ 
legal representatives were Edward and 
Benjamin Seligman. 
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STADIUM BOOTS 
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Best Grade 


LADIES' STADIUM BOOTS 


| Immediate 
| Delivery 


$5.65 


Sizes 5-9 
Packed {2 prs. 
to case 







Brown Cowhide 
Zipper Style - Fleece Lined 
rite for Folder—BSetter Grades 
Moccasins, Bowling Shoes, etc. 


CONJOR SHOE COMPANY 


| 287 Broadway °¢ New York City 








Retailers Object to 
Pricing Policy 

New YorkK.—Edward Atkins, ex- 
ecutive secretary of the Popular Price 
Shoe Retailers Association, has re- 
leased the text of a letter giving the 
reactions of retail shoe chains to man- 
ufacturers’ policies in applying the 
4% percent increase of January 5th. 
The letter states that some manufac- 
turers are capitalizing on current 
shortages by trying to get retailers’ 
consent to abrogation of existing con- 
tracts, thereby enabling manufacturers 
to add 4% percent to shoes ordered 
but not delivered prior to January 5th. 

The letter describes as an unfair 
practice “the efforts of some manufac- 
turers to add the 4% percent increase 
to the price of shoes which should have 
been delivered in December, Novem- 
ber or even October of 1945, but which 
were not delivered by January 5th. To 
charge the retailer the higher price 
on these shoes would penalize him for 
the factory’s tardiness. 

“While retailers generally are 
gratified at the leadership exhibited 
by some firms, it is nevertheless felt 
that the above mentioned policies rep- 
resent a minimum standard of fairness 
that responsible distributors should 
expect from responsible merchandies 
resources. Sound market relationships 
must, in addition, include a recognition 
of the sanctity of contracts.”. 
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Three Vice-Presidents 
For Compo 


Boston, Mass.—At a recent meeting 
of the Board fo Directors of Compo 





PAUL H. MASON 


Shoe Machinery Corporation held in 
New York, Paul H. Mason was elected 





WILLIAM SOLAR 


to the office of executive vice-president 
and general manager. 





HAROLD MARASCO 


Mr. Mason started in the shoe man- 
ufacturing business at Dunn & Mc- 
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one demonstration of 
CAVALIER LEATHER RENEW 
makes one hundred sales 


Take any worn and scuffed shoe—a small boy’s or 
girl’s,— treat one-half of it with Cavalier Leather 
Renew, according to directions. Leave the other half 


as is. 


Put it on display in your Shoe department or show 
it to Mothers when they buy children’s shoes. 


That’s all you need to do to sell a customer her first 


bottle. 


After that—Cavalier Leather Renew sells 


itself. No shoe polish can do such a job of preserving, 
restoring, polishing worn and scuffed shoe leather. 


“LEATHER RENEW | 
WET: 
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CAVALIER COMPANY 
Baltimore 30, Maryland 


TIT 





Carthy, Inc., Auburn, New York, in 
1910. Since that date he has been gen- 
eral superintendent of the I. Miller 
Factory, Long Island City, New York. 
Later he became associated with the G. 
Edwin Smith Shoe Company, Columbus, 
Ohio. He went from there to the United 
States Shoe Corporation,, Cincinnati 
Ohio. Mr. Mason has had wide experi- 
ence in all grades and types of women’s 
shoes. 

William Solar was elected to the office 
cf vice-president in charge of merchan- 
dising. He travels the entire country 
contacting all shoe factories and also 
the retail trade. He has been associated 
with the shoe industry close to twenty- 
five years. He has assisted the various 


district managers of Compo in the sales 
of equipment and adhesives. 

Harold Marasco was elected to the 
cffice of vice-president in charge of ma- 
chine development. He has been asso- 
ciated with Mr. Bresnahan, president 
of the company, for twenty years and 
has had a thorough and practical ex- 
perience in both shoes and shoe ma- 
chinery. At the start of Compo, he was 
the special service agent who instructed 
the district managers and service men 
in the operation of new machines in- 
stalled in the field. Before entering 
military service, he was district man- 
ager of the Boston district. After an 
honorable discharge from the service he 
became assistant to the president. 
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WORK SHOES 
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ALL LEATHER 
“HUNTER SIX" 


WORK SHOES 


® Goodyear Welt Construction 
© Heavy grain leather innersole 
© Full leather midsole 
© “Pancord” no-mark outersole 
© Leather counter—Stock bellows tongue 
© Leather heelpocket and top facing 
© Plump prime elk uppers 
® Reinforced at all points of wear 


$3: 85 


Ftw 3% 


The 
PILOT SHOE CO. 
31 Hopkins Place 
Baltimore 1, Md. 
Honest-made sinee 1896 
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SHOE ORNAMENTS 





FOR SPRING 
LEATHER BOWS 


PLACE YOUR ORDER NOW! 
To retail 75¢ and $1 
fall bows with metal clips) 


Best selling styles and colors in Patent, Suede, 
Alligator and Calf, 


R. E. BROWN 


@20 N. CENTRAL GLENDALE 8, CAL. 














Large Attendance at Michigan Shoe Fair 





Commission Appointed to Study Handling of 4% Per Cent Increase 


—Three Month Survey of R 


Derroit, Micu.—“Forty Years of 
Shoe Progress” since the founding of 
the Michigan Retail Shoe Dealers’ As- 
sociation in 1906 was the theme of the 
Michigan Annual Shoe Fair, January 
12-15 at the Hotel Statler, here. Event 
included the annual convention of the 
MRSDA and the Shoe Fair itself, spon- 
sored jointly by the association and the 
Michigan Shoe Travelers’ Club. 

Business meeting of the MSTC 
opened the sessions on Saturday night, 
and sample rooms of travelers were 
open daily thereafter. Three floors of 
the hotel were used to display all lines 
represented, and remained the hub of 
Fair activity. 

First general session of the program 
was on Monday, when a luncheon meet- 
ing drew a crowd of 206—believed to be 
the largest luncheon group attendance 
in the history of the Fair. Former Lt.- 
Colonel Morton Hack presided as toast- 
master, and a telegram was read from 
his father, Nathan Hack, executive vice- 
president of the MRSDA, who is on 
leave in Arizona for his health. 

Brief talks. were given by Richard J. 
Schmidt, president; Guy Dixon, vice- 
president; and Clyde K. Taylor, secre- 
tary-treasurer of the MRSDA; S. S. 
Weiss, president, MSTC; Ralph Tur- 
bile, representing The Detroit News; 
former Lieutenant-Commander Merritt 
Higham, editor of the association’s 
Footsteps; George Lawson, co-chair- 
man with Mr. Taylor of Shoe Fair; Leo 
Toby, Michigan Retailers’ Mutual In- 
surance Company; and Steven J. Jay, 
R. H. Fyfe & Company, president of the 
Detroit Retail Merchants’ Bureau. 

In the afternoon, The Detroit News 
was host at a cocktail party in the Bag- 
ley Room, which was well attended, 
with Mr. Turbile as. representative of 
the paper. 

In the annual election of the MRSDA 
which was completed Monday, Richard 
J. Schmidt of Hillsdale was re-elected 
president for the eleventh term. Also 
re-elected with him were all the other 
officers—Nathan Hack, Detroit, execu- 
tive vice-president; Guy Dixon, Detroit, 
first vice-president; Howard Preston, 
Battle Creek, second vice-president; and 
Clyde K. Taylor, Detroit, secretary- 
treasurer. 

Elected to the board of directors for 
a three year term were Herbert Burr, 
Ferndale; Samuel Plotler, Detroit; Ed 
Yaeger, Monroe; Steven J. Jay, Detroit; 
E. T. Nunnelley, Mount Clemens; and 
Jack De Camp, East Lansing. 

Merritt S. Higham, J. L. Hudson 
Company, Detroit, was named editor of 
Footsteps, with Mr. Jay and Mr. Pres- 
ton as assistant editors. 

One of the major business steps de- 


_ cided upon by the retailers was the ap- 


s Planned 


pointment of a commission headed by 
Homer Shepard of Lansing and How. 
ard Preston of Battle Creek, to make a 
three month study of the proper method 
of handling the 4% per cent increase 
granted to manufacturers, from the 
retailers’ standpoint. Questionnaires are 
to be sent to some 200 well-sampled re- 
tailers throughout the state, to deter- 
tmaine the figures and percentages of 
costs, margins, and sales prices involved 
in the absorption of this increase by 
the retailers. 

It is the belief of many members of 
the MRSDA that this 4% per cent 
should be treated as a special type of 
operating expense, and so identified on 
the retailers’ books, rather than treated 
as part of the cost paid for merchandise 
purchased, and it is to determine the 
results of these two ways of treating 
the matter that the survey is to be 
taade. It is also believed that the study 
will show conclusively that it is an im- 
portant element of increased cost to the 
retailer and that some type of allow- 
ance to offset it should be allowed by 
the OPA. 

The convention concluded with a ban- 
get at which Morton Hack was toast- 
master. New officers of the various as- 
sociations were introduced briefly by 
Samuel S. Weiss. 

At the Fair itself, attendance was 
near the top for any year. Demand for 
shoes was heavy in all sample rooms. 

Better grade leathers were very 
scarce, even in samples, with few orders 
being taken except for delayed delivery. 
Demand was especially heavy in play 
shoes. 

Supply situation in this territory 
seems especially bad at this time, with 
travelers taking orders up to next Sum- 
mer or later. One factor brought out 
here as a cause of reduced shipment 
was the heavy incidence of illness 
among shoe factory employes in recent 
weeks, delaying shipment of anticipated 
shoes. 

In women’s lines, the demand remains 
general for almost anything that can 
be found and supplied. Although retail 
customers have become more particular 
in the past month, dealers still feel they 
need to buy whatever is available in 
order to fill their shelves. Kid shoes 
proved an especially big seller. 

Black continues to predominate, with 
brown a close second. Colors prove 4 
poor follow-up, with red leading. Pat- 
ent leathers were top in demand, al- 
though supplies were short, with smooth 
leathers in exceptionally diversified 
styles following. 

In men’s lines, the shortage has be- 
come extremely serious around Detroit, 
because of the heavy influx of return- 
ing soldiers in the past six weeks. 
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The Liveliest Member Of A 
Lively Family 













No. 551—Women's 
Genuine Mexican 
Huarache 

Immediate Delivery We 
All Leather Uppers 


Hard Leather Soles $1.85 
Split Leather 
Innersole Vorms: 
Net 10 days 
Sizes: 4-9 F.O.B. N. Y. 
Minimum Order 
18 pairs 


Current rave of the huarache crowd 
—this number is selling like wildfire. 
Remember it is only one of the complete Cuca 
Rachas sandal line. ORDER TODAY. 


| See Us at Your Regional Show 


COMPANY 


186 DUANE STREET - NEW YORK 13, \.Y. 











WANTED: 


MR. MARK 


\ DOWNS 


Description: A shelf-warmer, skig, P.M. . . . in 
other words: a pup. A dog, that is, to you, Mr. 
Retailer and Mr. Manufacturer. A pedigreed 
thoroughbred to Weil. For more than 15 years 
we have -bought lots, large and small. If you 
have men’s, women’s and children's shoes to dis- 
pose of ... write, phone or wire collect, today. 


M. K. WEIL SHOE CO. 


1215 Washington Ave. « St. Louis 3, Mo. 
Quality Shoes Since '32 

















Manufacturing and Markets 


[CONTINUED FROM PAGE 58] 


to dealers fell to a wholly unanticipated low. 

Wood heels and lining stock, in spots, became unprece- 
dentedly scarce although upper leather ironically was 
more plentiful than in some time. Heel makers reported 
satisfactory lumber was difficult to obtain. And mean- 
while competition is compelling shoe manufacturers to 
refuse the birch and beech substitutes they accepted dur- 
ing the war and demand hard maple, thus greatly swell- 
ing the demand for maple. New plants and established 
ones that have expanded operations also are pouring in 
additional maple heel orders to worsen the situation. 

The second week in January a truck strike further 
crippled delivery of such shoe material as was available. 
Earlier a strike inethe area’s leading container manufac: 
turing company had made shipping cases unavailable. 
When they became obtainable, the principal delivery sys- 
tem was tied up. 

The labor supply of both manufacturer and supplier 
meanwhile has dropped below expectations. Many vet- 
erans, instead of adding to the total supply, are going to 
work and allowing their wives to quit, with the result that 
veteran re-employment often amounts only to a replace- 
ment in personnel. Lack of help and lack of supplies is 
leaving some manufacturers so confused as to production 
schedules that, for safety’s sake, they must occasionally 
turn down deliveries of supplies, which adds to the sup- 
plier’s bewilderment. 
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This breakdown in the shoe industry’s coordination, 
plus a wave of illness which kept much manpower at 
home in January, reduced shoe deliveries an estimated 
50 per cent, as against what had been expected to be a 
brisk production comeback after the holidays. 

The confusion, however, promised to be of short dura- 
tion. Heel makers particularly predict better supplies in 
February and transportation strikes here have never lasted 
long. It is significant that no manufacturers, despite the 
apparent chaos, have cancelled or postponed plant ex- 
pansion plans. 


Pumps Lead in Newark 


Newark, N. J.—Kresge’s reports that business is as good 
as their stocks. Sling back pumps with open toes and open 
backs are the number one item in the women’s department. 
Patent leathers and calfskins are much in demand. Kresge’s 
plans to feature patent leather and will play up calfskins 
in black and Town Brown. Other than black, blue and 
red are leading colors. For the Junior Miss Kresge’s will 
feature four types of flats, open backs, closed backs, open 
toes and closed toes. Also this store will lay more stress 
on shoes with ornaments. 

Men’s brown loafers are being featured in the men’s de- 
partment with medium-round toes the most in demand. 
Kresge’s expects the regular run of men’s shoes to be good. 
It is anticipated that there will be a much stronger demand 
for casuals for men in the near future. 

In the children’s department only staple items are being 
played because of limited quotas. White and brown saddle 
oxfords are coming along nicely. 
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CASUALS BALLET 





| CASUAL BALLET 


The Ballet with the Wedge heel 
The Play Shoe of the Season 





$9.4 
a pr 
2% 10 days, net 30 
F.0.B. Chieage 
Gabardine Ballet with drawstring to 
insure perfect fit. 
California Process — Leather Sole 
COLORS: Black, White, Red, Yellow 
Sizes: 4 to 9 
Packed 36 pr. to case, assorted sizes. 
Minimum orders 18 pr. per color. 
Immediate or future delivery 


WILLIAM COHAN CO. 
— Third Floor — 

Play Shoes—House Siippers—Sport Shoes 

19 So. Wells St., Chicago 6, Ill. 








Si eel 


CHILDREN'S SANDALS 
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UNLINED ELK SANDAL 


Brown Sport Rubber Sole and Heel 


No. 1409 
White Elk—Brown Elk 
Sizes: 5-8, 82-12, 1212-2 
36 prs. to a run of color to case 


POLONER SHOE CO. 


156 Duane. Street, New York 13, N. Y. 
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SHOE STORE SUPPLIES 





Give us a trial by placing your order 
with our company. Prompt Delivery 
Suggestions — CAVALIER LIQUIDS | and 
PASTES. E MMILLER, ANDERSON SHOE 


The Paterson Leather C 
374-376 Mein $?. ae te ed 
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To Carry Line 


In Wisconsin 


NASHVILLE, TENN. — The Acrobat 
Shoe Company, division of General Shoe 
Corporation, has announced the assign- 


M. A. WEAVER 


ment of M. A. Weaver to the Acrobat 
Wisconsin territory. 

During the past three months, Mr. 
Weaver has worked in the shoe depart- 
ment at Marshall Field & Company in 
Chicago, where Acrobat shoes are fea- 
tured, for a “training course” in the 
latest shoe merchandising methods. 

Acrobat’s new Wisconsin salesman 
has had a long experience in the retail 
business. During the war he spent sev- 
eral months in essential industry. 


New Rubber Footwear 
Items Shown 


MISHAWAKA, IND.—Mishawaka Rub- 
ber & Woolen Manufacturing Co. sales- 
men attending the company’s Spring 
sales conference at the Palmer House 
in Chicago, recently, saw for the first 
time the new footwear items that will 
be in the 1946 Ball-Band line. 

Among the new items modeled were 
gaiters and over-the-shoe boots in both 
black and brown, for women, misses, 
and children. Velveteen fur trimmed 
gaiters as well as waterproof footwear 
items for sportsmen in a new color, 
“field green,” were introduced. Some 
new styles and innovations, as well as 
the return of a few pre-war features, 
such as slide fasteners on gaiters and 
boots, were in evidence. 

J. L. Duncan, manager of sales, in- 
troduced sales department speakers who 
outlined Ball-Band’s plans for distri- 
bution of 1946 production of Red Ball 
Footwear. He also introduced as speak- 
ers four members of the Ball-Band fac- 
tory organization—P. L. Bush, director 
of the laboratories; P. A. Mohn, super- 
intendent of the woolen division; J. H. 
Ankers, superintendent of style and de- 
sign; and I. F. Starner, manager of 
fabric style and design department. 

Following the Chicago meeting, the 
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MEN'S ROMEOS 


ee err, 
MEN'S 


Leather Romeos 
Leather Soles 
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Net 30 days, F.0.B. Chieage 


COLORS: Brown and Black 
Sizes: 6!/2-11 
24 pairs to the case 
immediate Delivery 


McBREEN SHOE Co., Inc. 











| 
| 
| 305 W. Monroe St., Chicago 6, Ill. 





Mishawaka company held a meeting in 
Brattleboro, Vt., with representatives 
ef Dunham Bros. Co., exclusive distrib- 
utors of Ball-Band footwear in New 
England and Greater New York. 


Add to Canvas Footwear Line 


New YorkK—An additional line of 
Keds with Shock-Proof Arch Cushion is 
now being shown to dealers by United 
States Rubber Company. Eleven shoes 
in four distinctive styles are carried. 

The new arch cushion styles include 
a molded sole lace-to-toe basketball shoe 
of bal height for men; a general pur- 
pose lace-to-toe utility shoe of bal 
height for men, boys and youths; a 
circular vamp sports oxford for men, 
boys, women, misses and children and 
a lace-to-toe sporgs oxford for men and 
women. 

In addition, a loose-lined, molded sole 
basketball shoe with Shock-Proof Arch 
Cushion will be shown for Fall and 
Winter delivery. 


Retires from Shoe Business 


LANCASTER, Pa.—N. O. Fritz, who, 
with his wife, has been in the retail 
shoe business for the past 40 years, 
has retired and sold his store to Walter 
Herstine. Mr. Herstine was recently 
discharged after 26 months service 
with the USMC. 
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e Unbreakable 
e@ Permanent Finish 


e Low Cost 


4407 W. HURON ST. 





Sevings Banks, Games, 


CANADIAN DISTRIBUTOR: Kahn, Bald & Laddon, Lid., 69 York St., Toronto 


@ Pleasant to Touch 
e Lustrous Colors 
e@ Uniform Shape 


These Improvements Over the 
Fine Original Assure: 


QUICK SALES! 


Manufacturers of the famous Gits Knives, 
Protect-o- 


CHICAGO 44, ILL. 


DAVE 





METAL BINDINGS 
for your carpets and runners 


























JACKSON 


1334 BEECHVIEW AVE., PITTSBURGH 16, PA. 












Directs Continuance of 
Hide Purchase Plans 


WASHINGTON.—The Reconstruction 
Finance Corporation announced Jan- 
uary 14 that John W. Snyder, director 
of the Office of War Mobilization and 
Reconversion, has directed that the 
United States Government plans for 
the Public Purchase and Importatjon 
of Hides and Goatskins be continued 
through the first and second quarters 
of 1946. The commodities covered by 
these plans are raw cattlehides and 
raw calf, kip and goatskins of foreign 
origin. Raw kidskins suitable for shoe 
leather are also included. . 

As in the case of the extension 
through the fourth quarter of 1945 of 
the public purchase programs on the 
commodities referred to, the decision 
of the Office of War Mobilization and 
Reconversion was arrived at following 
a complete review of the subject with 
the Civilian Production Administration, 
the Office of Price Administration, the 
U. 8. Commercial Company and other 
interested government agencies. 

The decision of the Office of War 
Mobilization and Reconversion that the 

purchase programs referred to should 
_ be continued for the stated period was 
based upon the fact that such programs 
are closely related to international 
allocations and domestic price ceilings 
on the commodities involved, or the 
products into which they are manufac- 
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Pan-American Shoe Display in Argentina 





Buenos Aires.—This window display was seen in the Pan American World Airways 
bullding, here, after The Selby Shoe Company, Portsmouth, Ohio, air expressed 
laitial manufacturing equipment to the firm of Alberto Grimoldi. The display shows 
stages In shoe construction and notes that all lasts and materials were shipped 
by air. Buenos Aires newspapers gave the shipment considerable publicity. 





tured, and these latter controls, con- 
sistent with legislation to the present 
time extend to June 30, 1946. 

It is the intention of the Reconstruc- 
tion Finance Corporation to continue 
the bonus provisions of the goatskin 
public purchase plan through the first 
quarter of 1946. Under suth provisions, 
premium prices are paid for shipments 


of raw goat and kid skins to the United 
States and other interested countries 
in excess of quotas set for the various 
producing areas. A decision on the 
question whether or not the bonus 
provisions of the goatskin purchase 
plan are to be continued through the 
second quarter of 1946 will probably 
be made in late March. 
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Brown Non-Marking Rubber Sole 


COLORS: 
BROWN, RED, 
WHITE 


$4-47% 














No. 850 

SIZES: 5-12 4 ~ Half Sizes . 
nae Net io days F.O.B., Y. 

. cases—Min, Order 18 prs. one 


ALLIED FOOTWEAR CO. 


154 Duane Street, New York 13, N. Y. 
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CHILDREN'S SLIPPERS 
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CHILDREN’S BENGALINE 


SLIPPERS 
Special 





J. CONENTELD & CO. 
19 HUDSON ST. N. Y. C 











Ce ee 
WOMEN'S SLIPPERS 


WOMEN'S FELT EVERETTS 
$4.20 


Hard Leather 
Sol 





es 

Re-enforced Tip. 

Colors: Gray and 
Blue. 


Sizes: 5-9 
Immediate Delivery 





Ne. 190 
Terms: N. 10 days, F.0.B. New York 
Minimum order 18 prs. of color 
Also Men’s, Women’s, Boys’ and Children’s 
Padded Sole Felt Slippers IN STOCK. Open 
Orders Filled to Your Entire Satisfaction. 
Prices: 60c to 85c per pr. 


ALLIED FOOTWEAR CO. 


154 Duane Street, New York 13, N. Y. 





Purchase Rubber Company 


AuBuRN, IND—The Auburn Rubber 
Corp., here, has announced purchase 
of the Nic-co Rubber Co., Connelsville, 
Pa., to provide additional products for 
Auburn Rubber Corp. sales which the 
Auburn plant is not equipped to pro- 
duce. 

The Auburn Rubber Corp. was 
founded in 1910 and makes a line of 
rubber shoe soles, rubber soles and 
heels, moulded rubber toys, and house- 
hold items. Officers are: A. L. Murray, 
president; David N. Sellew, vice-presi- 
dent and general manager; G. E. 
Yoquelet, treasurer; and E. F. Fribley, 
secretary. 





Ohio Leather’s Profit 
Shows Gain 


GrrarD, OHI0O—Ohio Leather Co. re- 
ported net profit of $180,732.92 in the 
fiscal year ending Oct. 31, 1945, a gain 
of $22,316 over the previous fiscal year’s 
net of $158,416.69. Operating profit 
reached $526,740, against $347,946. 
Company reported estimated federal in- 
come and excess profits taxes of 
$340,000, against $170,000 a year ago. 
The report said renegotiation proceed- 
ings for years before 1945 were con- 
cluded and no refunds were required, 
and it was expected no refunds will be 
necessary for the 1945 fiscal year. 

Current assets were $2,771,837 
against current liabilities of $406,797. 
Unfilled sales commitments Oct. 31 were 
about $950,000, which in the opinion of 
officers, “can be fulfilled on a profitable 






basis.” The statement said unfilled sales 
commitments are limited because of 
existing conditions to an amount repre- 
senting an estimated 60-day production 
based on current operating schedules, 

In a statement to shareholders, Pregi- 
dent F. H. Becker pointed out that 
virtually all production is now for 
civilian use. 

“The demand for our regular prod- 
ucts, both domestic and foreign, is 
greatly in excess of what we can pro- 
duce, as long as the situation on raw 
material remains as at present. Sup- 
plies of heavy calfskins are available, 
but there is an extreme shortage of 
lightweight skins which more or less 
unbalances our production,” said Mr. 
Becker. He reported labor has become 
somewhat more plentiful with the war’s 
end, and about one-third of the em- 
ployees in military service had re- 
turned by January 1. 





New Officers for 
Felt Association 


New YorK—At the annual meeting 
of the Felt Association, Inc., held at 
the Union League Club, here, the fol- 
lowing officers were elected for 1946: 

L. H. Hansel, president of The 
Felters Company, Boston, re-elected 
president; J. T. Lawless, president of 
the American Felt Company, Glenville, 
Conn., vice-president, and W. J. Parker, 
New York, secretary-treasurer. 

Directors of the Association for 1946 
are Cornelius A. Hubner, A. N. Sud- 
duth, Herman Berglund and Messrs, 
Hansel and Lawless. 





Warn Heads Spokane Retail Trade Bureau 





Spokane, Wash.—A member of the retail shoe dealers fraternity becomes presi- 
dent for 1946 of the Spokane Retail Trade Bureau with the election of Otto Warn 
to tha? position. Mr. Warn is well known In trade circles and has long been active 
in civic affairs in Spokane. He is the owner and operator of Warn & Warn shoe 
store. He is shown here at the left with Herold D. Bacon, who was elected vice- 
president. Mr. Bacon is vice-president and merchandise manager of the Crescent 
Department Store. 
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Makes Old’Shoes [Mai pase 


Look New Again 











SWANK SHOE DRESSINGS INC. 
NEW YORK, NW. Y. 
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All Leather 
Not an Sandals C a 
or d i na r y February-March - 
Delivery 
Shoe Polish Color: Brown No. 1928 
oe Brown Riveted Non- Men's Sizes 
Marking Molded 6-12 
WITH THE USE OF Rubber Soles $1.85 
CINCH, Bow! Shee 
scuffs, scratches, $1.75 
hard- i Terms: 
ard-wear signs io = 
disappear F.O.B. N. Y. 
immediately er al 
* Your customers will appreciate the 
ee oe casual comfort and good looks of these all leather 
and White. sandals. 
ae See Us at Your Regional Show 


GERDA Zaeece comrany 








SS —_—_—_—— ED 








T. F. Callahan Vice-President 
Of New Shoe Firm 


New York.—Thomas F. Callahan, 
shoe buyer at B. Altman and Company 
since 1931, has been named vice- 
president and treasurer of Calco, Inc., 
a newly formed organization that will 
operate shoe departments of Bonwit 
Teller, Inc. in New York, White Plains, 
N. Y., Miami and Palm Beach. 

Mr. Callahan entered the shoe bus- 
iness as an employee of the Cosgrove 
Shoe store in Norwich, Conn., in 1915. 
He later owned and operated the store 
in conjunction with Joseph Boylan. In 
1919 he became buyer and general 
manager of the Hallahan Shoe Com- 
pany, a position he held until 1928 
when he left to spend brief periods 
with the Geuting Shoe Company, the 
Louis Mark Shoe Company, and the 
James McCreary Company. In October, 
1931, Mr. Callahan joined the B. Alt- 
man Company as shoe buyer, becoming 
a floor merchandiser ten months ago, 
at which time Myles W. Read was ap- 
pointed shoe buyer. 

Edward A. Cohen who has been 
operating the Bonwit Teller shoe de- 
partments is president of Calco, Inc. 
Other officers are, secretary, Myron W. 
Buechler, president of Thomas Cort, 
Ltd.; assistant secretary, May Laurie; 
and assistant treasurer, Frank W. 

, son of Thomas F. Callahan. 
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Display Increases Men’s Department Sales 





Nashville, Tenn.—The Increasing importance of use of window display for spe- 
cialized products in department stores as a means of merchandising resulting le 
sales increase has recently been proved by the Castner-Knott Dry Goods Company, 
here. Their display man, George Allen, executed this window display which wos 
more than usual attention for the men's shoe department by featuring the Bates 
Originals shoe idea, “Slipper-Free Where Your Foot Bends." Department stores 
are finding that window displays featuring the men's shoe department increase 
sales. With Castner-Knott Company, a 50 per cent increase in sales in the men's 
department while this window was in use gave tangible proof that men will shop 
in department stores If they are persuaded by store windows that the merchandise 
is available, handled in the desired masculine manner. 
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X-RAY SHOE AITTERS 





Providing 
X-RAY SHOE FITTING 
at NOMINAL COST 


AC 110V 
60 Cye. 


APPEARANCE PLUS Quatiry 
“Built by M. B. ADRIAN” 
Write for literature 


mateo PARTS FOR YOUR P 
ACHINE AVAILABLE NOW n+ ren 


M. B. ADRIAN & SONS X-RAY CO. 
3117 S. Legan Ave. 2507 S. Howell Ave. 
Milwaukee 7, Wis. Aad a 7, Wis. 
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CHILDREN'S SANDALS 
CHILDREN’S LEATHER mens 


WORK SHOES 





Men's Steel Toe Safety Shoes 
Men’s Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Holliston, Massachusetts 

















| Buy Victory Bonds 











Obituaries 


Julius Hollander 


Boston, Mass.—Word has been re- 
ceived here of the sudden death at 
Cocoanut Grove, Fla., of Julius Hol- 


JULIUS HOLLANDER 


lander. Mr. Hollander, who celebrated 
his 84th birthday last November, was 
vice-president and a member of the 
board of directors of the Amalgamated 
Leather Companies, Inc., of Wilming- 
ton, Delaware. He made his headquar- 
ters in the Boston office at 210 South 
Street. 

Mr. Hollander was born in this city 
in 1861, entered the leather business 
when he was 18 and had been active in 
that industry until December 18 of last 
year when he left for a Winter vaca- 
tion, fully expecting to resume his du- 
ties when he returned. With him at 
the time of his death was his son, J. 
Willard Hollander, recently released 
from the United States Navy. 

Mr. Hollander was a member of the 
Poston Boot and Shoe Club, the New 
England Shoe and Leather Association, 
the Hunnewell Club and the Ancient 
and Honorable Artillery Company of 
Boston. 

Surviving him, in addition to his son, 
is a daughter, Mrs. Warren B. Man- 
hard who lived with her father at 59 
Hyde Avenue, Newton, Mass. Funeral 
services were held at his home on 
Wednesday, January 16, followed by 
commital services at the crematory 
chapel in Mt. Auburn Cemetery, Cam- 
bridge. 


Wilfred R. Shrigley 
SALEM, Mass.—Wilfred R. Shrigley, 


vice-president and sales manager of 
the L. B. Evans, Son Company, Wake- 


field, Mass., manufacturers of men’s 
slippers, died January 21 at his home at 
15 Orne Square, this city, at the age of 
57. He had been in poor health for a 
long time. 

Mr. Shrigley, widely known and ex- 
tremely popular with merchants in all 
parts of the country, entered the shoe 
business soon after his graduation from 
Dartmouth College with the class of 
1911. His first association was with 
the French, Shriner & Urner Manufac- 
turing Co., of Boston. Later he man- 
aged the factory of the Merrill, Porter 
Shoe Co., in Lynn. He joined the staff 
of the Evans’ company in 1928 and rose 
rapidly to the position of importance 
which he occupied at the time of his 
death. 

He was a member of Delta Kappa 
Epsilon, a national Greek letter fra- 
ternity to which he was elected while 
a student at Dartmouth. 

Surviving him are his widow; a son, 
Lt. Wilfred R. Shrigley, Jr., Army Air 
Forces; and two daughters, Elizabeth 
and Virginia, both of Salem. Funeral 
services were held Jan. 23 at the Grace 
Episcopal Church in this city. 


William M. Smith 


RocHESTEeR, N. Y.—William Martin 
Smith, 74, who was owner and presi- 
dent of the Smith Shoe Manufacturing 
Co. of this city, from which he retired 
in the early twenties, died recently at 
St. Petersburg, Fla., where he had 
made his home for the past 10 years. 

A native of Rochester, Mr. Smith 
learned shoemaking here, finally going 
into business for himself and carrying 
on successfully for many years. He 
took a prominent part in fraternal 
affairs and was an officer of Rochester 
Council, Knights of Columbus. 

Subsequently he founded the Moose 
Aid League and became president of 
the organization. Upon going to Flor- 
ida much of his time was devoted to 
the national organization of the Loyal 
Order of Moose, and he was active in 
the affairs of Moosehaven, its Florida 
home for old members. 

Mr. Smith leaves two sons, Lt. Col. 
W. Earl Smith, USAAF, stationed at 
Dayton, Ohio, and Captain Austin 
Smith, New York City, and a daughter, 
Mrs. John Harsman. 


Mary M. Dwyer 


SouTH BRAINTREE, MAss.—Miss Mary 
M. Dwyer, purchasing agent of the J. 
M. Connell Shoe Co., died recently. She 
had been connected with the depart- 
ment for several years, and had been 
its head since about 1939. Prior to her 
association with the Connell company, 
she had been with Rice & Hutcihns, Inc. 

Funeral services were held from her 
home on Central Street, Braintree. Miss 
Dwyer is survived by a sister who lives 
in Springfield, Mass., and a brother liv- 
ing in Braintree. 
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BEN ORLICK 
New Yorx’s Live We Josser 
QUALITY LEATHER 

PLAY SHOES! 
California Process 


$7.85 


Net 10 days 


18 or 36 pr. lots 
AT ONCE DELIVERY 
Sizes 4-8 and 5-9 


705 PLASTIC PATENT | 
706 RED ELKSKIN | 
707 BLUE ELKSKIN | 
708 BEIGE ELKSKIN 

709 BROWN ELKSKIN 

710 WHITE ELKSKIN 


134 W. BROADWAY, NEW YORK 
—— 















Samuel G. Meeteer 


New York.—Samuel G. Meeteer, 86, 
New ‘York representative of Burke 
Brothers, tanners, of Philadelphia died 
at his home in the Hotel Bryant here. 
A native of Chicago, he had lived most 
of his life in New York. Surviving are 
a daughter, Marie Louise Meeteer of 


_ West Englewood, N. J., and a sister, 


Henrietta J. Meeteer of Haddonfield, 
N. J. 


Fred Kirkman 

ASHEVILLE, N. C.—Fred Kirkman, 
long associated with The Krippendorf- 
Dittmann Company, Cincinnati, Ohio, 
died suddenly of a heart attack suf- 
fered at his home here. Highly es- 
teemed by the company he represented 
as well as his customers, Mr. Kirkman 
was well known in the shoe trade 
throughout the South Atlantic terri- 
tory. He was 58 years of age. 


Harry C. Parker 

New York.—Harry C. Parker, affil- 
iated with the shoe industry for over 
25 years, died suddenly last month. 
He maintained offices in the Marbridge 
building where he was sales represen- 
tative for the Johnstown Wool Shoe 
Company, the Allen Knights Company, 
the Fuch’s Shoe Corp., and others. 
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William Mead 


New York—William Mead, 68, West 
Coast representative of S. Weilan and 
Company for many years, died in his 
home at Forest Hills, N. Y., after a 
long illness. He was a member of the 
Elk’s lodge of White Plains and a vet- 
eran member of the New York Boot 
and Shoe Travelers Association. Sur- 
viving are his widow, Mrs. Mary I. 
Mead; two daughters, Mary A. and 
Florence D.; and two sons, William T. 
and Robert A. Mead. 





Edward P. Woods ‘* 


HarTForD, CONN.—Edward P. Woods, 
49, president of the Woods Ground 
Gripper-Cantilever Shoe Store, here, 
died at Saint Francis Hospital recently. 
He was born in Hartford and was a 
veteran of the first World War. 


Mrs. Helen Nelson 


Kansas City, Kans. — Mrs. Helen 
Nelson, 94, co-founder of the Nelson 
Shoe Stores here fifty-five years ago, 
with her husband, Hans Nelson, died re- 
cently at the home of her daughter-in- 
law, Mrs. Jennie Nelson, after a two- 
week illness following a fall. 

Mrs. Nelson came to the United 
States from Sweden when she was 17 
years old. The shoe store, which she 
and her husband founded, was handed 
down from father to son and at present 
is operated by a grandson, Wes Nelson. 

Mrs. Nelson was a member of the 
Messiah Lutherian Church and was 
active in the ladies’ aid work there until 
recently. 

She also leaves a son, Ernest V. Nel- 
son, Bremerton, Wash.; 
daughter and a great-granddaughter. 


O. Ben Bolt 





Kansas City, Mo.—O: Ben Bolt, 73, 
manager of the shoe department at the 


Palace Clothing Company here, for 


forty-two years, died recently at his 
home after a seven-month illness. He 


had been retired five years. 

Mr. Bolt was a member of the St. 
Elizabeth Catholic Church; the Knights 
of Columbus and the Eagles lodge. 

He is survived by two daughters, a 
son, three sisters and a brother. 





Joseph G. Tobias | 


SACRAMENTO, CALIF. — Joseph 4G. 
Tobias, 51,.owner of the Tobias Health 
Shoe Store at 1008 Ninth St., died in 
the Peralta Hospital in Oakland re 
cently after a six months’ illness. 

Before opening at his new location on 
Ninth Street, Mr. Tobias formerly oper- 
ated shoe stores in the Sacramento 
Hotel building and at 824 J Street. 
Prior to coming to Sacramento 15 years 
ago he had been in the shoe business in 
Stockton, San Francisco, St. Louis, and 
New York. 

He is survived by his widow, Kath- 





a grand- 












leen; a daughter, Bernice, three sisters 
and one brother. 


Herbert G. Varney 3 


RocHeEster, N. H.—Funeral services 
were held here for Herbert G. Varney, 
68, who was merchandise manager of 
the Gilchrist Co. in Boston until 1938, 
when he retired and moved to nearby 
Lebanon, Me. . 

He was born in Topsham, Me., and 
spent most of his life in the mercantile 
business. 

Survivors include his widow, Mrs. 
Annie B. Varney; two daughters, Mrs. 
Howard Hanson and Mrs. Winfred 
Scott, a brother and two sisters. 




























































Day Room for GI’s in a Shoe Store 


by 
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MEN'S CASUALS 
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KNOCKABOUT 


MOCCASINS 
Waterproof Elk Uppers 
Goodyear Construction 


$2 65 


Casual Type Moccasin. No-mark Sole 
Men’s sizes 7 to 11 


Write fer folder Moccasin end Bowling Shoes 


CONJOR SHOE CO. 


287 BROADWAY NEW YORK CITY | 


Zurich, Switzeriand.—Two members of the National Shoe Retailers Association, 
W. M. Wittstock-Bally and Max P. Fiedler, have converted a salesroom of their 
Doelker de Luxe shoe store Into a day room for American G.I.'s. if has been est 
mated thet 250,000 troops of the American Occupation Forces will have speat 
leave time in Switzerland and a proportionate share are expected fo enjoy the 
services of the day room. 

Mr. Wittstock-Bally is vice-president of Bally Arola, Lid. Mr. Fiedler has bees 
general manager of the Doelker Store for nearly thirty years. The store Is known 
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INFANTS’ SHOES | 
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INFANTS BOOTS 


AS 
fe 
Net, 10 days 
F.0.8. Chicago 
Built on last. 
Sole—Rubber lift, Stitchdown. 
#2090—White Elk, Sizes 5/8. 
2091—Brown Elk, Sizes 5/8. 


2099—Patent, Sizes 5/8. 
36 pr. or 18 pr. LOT 
Immediate 


IRVING LAMET SHOE. CO. 
329 W. Monroe St., Chicago 6, lil. 











WOMEN'S SLIPPERS 
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Women's FELT 
Jaliet 


Hard Leather 
Compo Sole 


No. 71 
Brown 


BLAIR & ROSS, Inc. 
7 Reade St. N.Y. ¢. 





| throughout Europe for high grade footwear and leading styles. 





Buyers ‘Seek Warm 


Weather Styles 


New Yorx—A large number of buy- 
ers attended the Guild of Better Shoe 
Manufacturers’ showing of warm 
weather footwear last month and lit- 
erally begged for shoes. Some buyers 
arrived a week prior to the opening, 
the third in the Guild cycle of five an- 
nually, and remained a week after 
closing. Although style-minded and 
aware of the necessity for new items 
for leadership in a highly competitive 
market, retailers were primarily con- 
cerned with filling depleted stocks. 
Manufacturers were able to meet 
neither dealer demand, nor new trends 
in color and style because of leather 
shortages and current production prob- 
lems which were described as the most 
critical in over three years. “Retail 
inventories of women’s better shoes are 
at their lowest point since 1942,” A. H. 
Bogutz, president of the Guild said. “I 
believe we must adjust our thinking to 
the realization that it will be many 
months before retailers can look for- 
ward to production exceeding distribu- 
tion. Allotments must be the order of 
the day for a long time to come.” 

Although the Balanced Shoe Program 
is still in an early stage, adherents to 
the program are already reaping the 
benefits of constant delivery and bal- 
anced selling. “These warm weather 
openings are of extreme importance,” 
I. E. Grossmann, vice-president of the 
Guild, stated. 

Outstanding from a fashion point of 
view were many varied patterns in the 
spectator group. The newest look to 


the classic closed shank, winged tip 
spectator was a new round wall toe 
with a square extension sole. The ex- 
tension sole on all types of shoes is an 
important 1946 trend and in the Guild’s 
showings was often used on a mock 
welt type of shoe. 

There are numerous shoes that are 
not classic spectators, but fall into that 
group when considered in its broader 
meaning, a white shoe with color con- 
trast. These shoes are softened ver- 
sions of the spectator, not strictly sport 
types but for day-long wear. The bulk 
of them are in white suede with a 
touch of contrast in one or two parts 
of the shoe: near the tip, the collar, in 
open toe binding, in throat trimming, 
heel covering, or in the platform, and 
in some cases in just the upper layer 
of a two-layer platform. 

Opened-up patterns are still strong 
although going in a softer direction, 
with more artistic silhouette designs 
showing more of the foot. The sling 
pump, however, is still the number one 
seller in dressy types that are not as 
ornate as in past seasons. Bows are 
plentiful, but have a new smartness 
and glamorous simplicity. There are 
very few nailheads in the Summer 
shoes and very little trimming on the 
whole, apparently because of the com- 
pletely new status of the platform 
which has taken on the added purpose 
of supplying the color contrast. 

Increased interest was noted in the 
lattice-work type of vamp as well as in 
asymmetric and curved lines giving a 
very feminine appearance and carry- 
ing out the major themes of new ready- 
to-wear fashions. 


Boot and Shoe Recorder 





i 


seo 3S ao Fr 


one eee ow @ 


Ten years ago, ““Lastex”’ 


yarn gave footwear the greatest 
improvement in a century. When 
leathers and fabrics came “alive” with 
backing made with “‘Lastex,”’ shoes at 
last fitted comfortably in action and at rest. 
Designers created exciting, new, built-up 
styles that molded the instep to flattering slenderness. 
Shoes flexed and gave cradled support, returned to 
lasted shape with every step. 
“Lastex”’ gave a decided lift to shoe-business—and again 
its sales magic will go to work for you. As more and more 
backings made with “Lastex” yarn become available to 
makers of fine footwear, a new foot delight will be provided 
for eager women who already know “Lastex” for the beauty, fit, and comfort it brings to 
many things they wear. 
For models, samples and prices of those types of shoe materials made with “Lastex” yarn which are 
now available, apply to ALFRED VAMOS, 406 Marbridge Building, New York City. Alfred Vamos 
is the inventor and patentee* of Vamos stretchable shoes, and the selected consultant for shoe manu- 
facturers using materials made with “‘Lastex” yarn. 


*Patents assigned to 
UNITED STATES RUBBER COMPANY 


THE MIRACLE YARN THAT MAKES THINGS FIT 


Reg. U. S. Pat. Of, 


SE 
THROUGH An elastic yarn manufactured exclusively by 


sam. UNITED STATES RUBBER COMPANY 
1230 AVENUE OF THE AMERICAS . ROCKEFELLER CENTER . NEW YORK 20, N.Y. 


Listen to “Science Looks Forward” — new series of talks by the great scientists af America— 
on the Philharmonic- Symphony Program. CBS network, Sunday afternoon, 3:00 to 4:30 E.S.T. 
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HUARACHES 


BEST GRADE 


WOMEN'S GENUINE OAXACA 


Huarache 


Direct from Mexico 
























Hartshorn Joins 
J. M. Reilly Staff 

Boston, Mass.—Lt. Charles E. 
Hartshorn, Jr.,. USNR, Walpole, Mas- 


sachusetts, a veteran of fifty-five 
months’ naval service in the Pacific, 











* ANOTHER TOP VALUE BY VOLK - 


P.H. VOLK & CO., INC. 


2-4 Lombard St., Baltimore 1, Md. 
also VOLK SHOE STORE SUPPLIES, INC. 
109 N. 4th St., Phila., Pa, 






















PLAID SHOE LACES 


PLAID SHOE LACES 
In Stock for Immediate Delivery 
Write for Color Card TODAY 

LYONS & COMPANY 


120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES fer 44 years 
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MEN'S SHOES 
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/ TO BE GOOD TO BE 






/// LEADERS FOR 


68 Years! } 






























CHARLES E. HARTSHORN, JR. 


North Atlantic, and Mediterranean 
theatres, who was returned recently to 
inactive duty with the rank of Lieuten- 
ant Commander, has joined the staff of 
J. M. Reilly Company, Boston, adver- 
tising agency. Lt. Hartshorn received 
recognition for his thesis on the sub- 
ject “Japanese-American Relations, 
1904” upon his graduation from the 
Naval War College. He is also author 
of a current series of editorials on the 
subject “The People and a Permanent 
Peace.” 





Opens New York Offices; 
Plans Future Meetings 


New York—Shoes Associated, Inc., 
a recently formed organization repre- 
senting 11 major retail shoe firms, has 
announced the opening of offices in the 
Empire State building. 

Members of this group, meeting for a 
two-day conference in New York on 
January 12 and 13, to formulate plans 


for the balance of this year, heard. 


speakers from the shoe fashion field 
and viewed styles presented by a num- 
ber of factories, according to G. J. 
Tobin, executive vice-president. 

Dates and locations for the organiza- 
tion’s next two meetings also were an- 
nounced by Mr. Tobin. He said the first 
would be held in New York, March 23, 
and the annual meeting would be con- 
ducted in Los Angeles, May 12 
through 15. 

Win Belfield, representing W. H. 
Steigerwalt, Philadelphia, attended the 
meeting. He was a new member of the 
group, his store having recently joined 
Shoes Associated. 

“Shoes Associated is not a group buy- 
ing office,” Mr. Tobin declared in an- 
swer to many queries in the trade, “but 
rather a planning, coordinating and 
merchandising organization whose ob- 
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SHOES AND SLIPPERS 
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|| SLIPPER AND SHOE VALUE 


| | 1. BOOTIE, 24 oz. Quality Felt. Chrome 
Soft Sole. #300—Red. #302—Blue. 
GUE an 63 Ress eecdneys'e 7242 


2. CALIFORNIA PROCESS, High 
Grade Felt. Lea. Hard Soles. #352 
—Blue. #353—Red. #356—Wine. 


SP ng ls, ee et aioe 1.50 


FELT MOCCASIN, Chrome Soft 


Sole. #356—Blue. #357—Red, 
#359—Wine. Sizes 9-2........ 95 


| | 4. LAMB'S WOOL, Inside Lined with 
Lamb's Wool. Chrome Soft Sole 


























3 





#340—Brown and White. Sizes 3-7 

7742 

5. #501D—Child's Brown Elk. 
#500D—Child's White Elk. 

| Made of Elk Upper and Best Quality 

| Leather Sole. Sizes 5-8......... 1.75 

6. INFANT'S MOCS, ist Stepper, 
#707—All White Elk Moccasin, Semi- 
soft Chrome Sole. Finest Quality Up- 
per Stock and Leather Sole. a o 


CHARLES SPIEGEL CO. INC. 
411 Essex Street 
Salem, Massachusetts 

















jectives include: (1) A complete inter- 
change of merchandising and operating 
information; (2) Development of new 
ideas in footwear and accessories; (3) 
Promoting these ideas nationally 
through advertising media; (4) Sup- 
plying the very latest fashion coordi- 
nating and styling information to the 
members; and (5) Research and devel- 
opment that will make the individual 
firms more valuable to their communi- 
ties.” 


—_———- 


Joins Brown Shoe Co. 


Sr. Lovis—Roblee McCarthy, son of 
E. R. McCarthy, vice-president of 
Brown Shoe Co., and grandson of 
Joseph H. Roblee, one of the early vice- 
presidents of Brown Shoe, has return- 
ed from military service and entered 
the company’s Mound City division to 
learn the business. 

Mr. McCarthy, during his schooling, 
worked occasionally for the company 
and in 1940 left Princeton University 
to enlist in the Army. He served in the 
91st division, field artillery, of the 
Fifth Army in Italy and rose to the 
rank of captain. He was discharged 
last September. 
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Reymond E. Ryan with 
Panther-Panco 


Boston Mass.—The appointment of 
Raymond E. Ryan as South Shore 
representative for the Panther-Panco 


Rubber Co., Inc., is announced by 


RAYMOND E. RYAN 


Murray J. Bernstein, treasurer of the 
firm. Mr. Ryan succeeds Frank I. 
Black, who has retired after 22 years 
With the company. 

Mr. Ryan is a veteran of World 
War II, having served for 27 months 
as purchasing and contracting officer, 
and officer in charge of the Rubber 
Division, U. S. Army, at the Boston 
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Quartermaster Depot. 

A native of Rockland, Mass., he was 
graduated from Boston College in 
1925. After several years in the shoe 
and rubber industry, including asso- 
ciation with Rice & Hutchine, Rock- 
land, Mass., he became associated with 
the Boston Quartermaster Depot in 
19382 as inspector of rubber footwear, 
and was promoted in 1935 to the posi- 
tion of chief inspector. He was called 
to active duty in 1942 and returned to 
civilian life in September, 1945, having 
attained the rank of captain. 


CPA Authorization Needed 
To Process Cattlehides 


WASHINGTON.—Untanned cattlehides 
and calfskins cannot be put into proc- 
ess by producers or dealers without 
specific authorization from the Civilian 
Production Administration, the agency 
said January 17. 

An amendment to Order M-310, the 
hides, skins and leather order, points 
out that the regulation covering the 
processing of untanned hides and 
skins applies to both producers and 
“collectors” of hides and skins. 

That portion of Order M-310 affect- 
ing processors of untanned cattlehides, 
calfskins and kips has been amended 
to read as follows: 

“No producer or collector shall put 
into process or cause to be put into 
process any untanned cattlehide, calf- 


skin or kip, or portion thereof, other 
than splits and gluestock, except to the 
extent specifically authorized in 
writing by the Civilian Production 
Administration. 

“Applications for such authorization 
may be made by letter setting forth 
the quantity of each kind of cattlehide, 
calfskin or kip, or portion thereof, 
which the applicant desires to put into 
process or cause to be put into process.” 

The amendment of M-310 included 
revocation of Directions 5, 6, 8 and 
9, which formerly had applied to soak- 
ings of hides and skins and the deliv- 
ery of certain types of horsehide 
leather. Those directions have expired 
and therefore were revoked. 

Also revoked was Interpretation 2 
to M-310 dealt with the definition of 
“military order.” The language in that 
definition that had required interpre- 
tation has been deleted from the order. 


Wisconsin Shoe Meeting 


Set for February 


MILWAUKEE, WIs.—The- Wisconsin 
Associated Shoe Travelers will hold 
their fourth meeting for Wisconsin re- 
tailers at the Plankington Hotel here 
on February 10, 11, and 12. Upwards 
of 40 exhibitors are expected with the 
majority featuring in-stock merchan- 
dise. The group is planning a fifth 
showing in May. 
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MEN’S MOCCASINS 


CHOCOLATE BROWN UPPERS 
ORTHOPEDIC BROWN SOLES 


$1.50, 

IN 
STOCK 
Men’s Sizes 6-12 $1.50% 
Also Better Grade $1.75 
Write for folder 
Stadium Boots and Bowling Shoes 
CONJOR SHOE COMPANY 


CO. 7-7972 


287 Broadway New York 7, N. Y. 


CHILD'S SLIPPERS 
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New Orleans Mart to Be International 


New Orleans, La.—The new International Trade Mart now under construction In 


New Orleans. 


The mart will be much like other merchandise marts, but it will 


handle goods of all nations, with stress on those of the two Americas. The mart 
will be open to manufacturers and sellers of all goods. 

A building is being completely rebuilt to provide show room, office, display, and 
selling space. When completed, the mart will have 107,000 square feet of floor 
space. It will be air conditioned and completely modern. 








BUY AMERICAN 
CHILDRENS ALL LEATHER SLIPPERS 
Leather Uppers—Flexible Hard Leather Soles 
Plaid Linings—At Once Delivery 
Full Sizes 6 to 3 Style 465 
Brown or Blue—Net 10 Days 
$1.45 per pair 
AMERICAN SHOE CO. 
251 W. Jefferson Ave. 











Detroit 26, Mich. 
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BARIS SELLS 


Quality Shoes from Surplus 
Merchandise, Better for Less. 
BARIS SHOE CO., Inc. 
Worth 2-5180-1 
79-81 Reade S$t., New York 7, M. Y. 











i tial 


MEN'S SLIPPERS 
MEN'S LEATHERETTE EVERETTS 


Leather Soles 
Rubber Heels 


$4.15 


Foe wv 


Black and Brown—Sizes 6 to |! 
Aliso Boys’ Brown—Sizes 2-6 
Women’s Biack—Sizes 4-9 
IN STOCK 36 prs. to case 


POLONER SHOE CO. 


156 Duane Street, New York 13, N. Y. 
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Providence Retailers 
Have Good Year 


PROVIDENCE, R. I.—In spite of ration- 
ing during the first half of 1945 and 
the shortage of merchandise in the 
remainder, the majority of shoe retail- 
ers in this city finished the year sub- 
stantially ahead of the year before. 
Most stores and departments chalked 
up sales increases ranging up to 40 
per cent. In one or two cases this per- 
centage was a little higher, but these 
stores were exceptionally fortunate. 


These increases include the quality 
and the popular priced stores as well. 
The manager of one popular priced 
shoe store reports 1945 was 38 per cent 
better than the previous year. And 
this particular store was hard hit with 
the shortage of slippers, hosiery and 
rubber footwear. This particular store 
normally carries a $6,000 inventory of 
rubber footwear, but this season re- 
ceived only 12 dozen pairs. 


This retailer anticipates an increase 
of between 40 and 50 per cent for 1946 
over the past year. In his own words, 
1946 will be a very big year, one of 
the biggest in the history of the shoe 
business. There is plenty of money and 
the good leathers that people want so 
much will be coming back in quan- 
tity.” 

Merchants generally agree that peo- 
ple are now shoppers. They have 
plenty of money, but they are not buy- 
ing anything. They are more fussy; 
they are waiting for the shoes they 
want. They are going from store to 
store; it is a time of great turnover 
among customers. For this reason, lo- 
cal merchants are placing more em- 


phasis on the windows, dressing them 
more often, spending more time polish- 
ing and placing the shoes to give top- 
notch eye appeal. 

Merchandise is very short, ranging 
up to 75 per cent of current demand, 
although it is now coming in better. 
Suedes have been selling very well. 
These are now slowing up and calf and 
patent stepping up, with some reptiles, 
Casuals and loafers are very good. 

Some stores have done remarkably 
well selling white stock that came in 
last August, too late for Summer busi- 
ness. This stock was put away for the 
time. In November, these shoes were 
brought out, given a small amount of 
publicity, and have sold well for South- 
ern wear. 


Enlarging Shoe Space 


Hoiton, Kans. — The Lynn Shoe 
Shop is now undergoing postwar im- 
provement. The partition in the rear 
of the hat shop was moved back 14 feet 
adding that much floor space to the shoe 
department. 

The alterations, which are an added 
convenience to the shop, will place the 
overshoes in a separate room at the 
Northeast.corner, and the office will be 
put on a raised platform at the North- 
west of the rear. 


John Peterson 


ASHTABULA, O.—John Peterson, 79, 
who retired six years ago after oper 
ating a shoe store here for many years, 
died recently after a brief illness, leav- 
ing his wife, two daughters, and two 
sons. 
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Claims Distinction 
As Cleanest Shoe Store 


PATERSON, N. J.—A Flagg Brothers 
men’s store here is claimed to be the 
cleanest, most spic and span shoe store 
in the United States. The manager is 
Joseph J. Mokos who believes that a 
neat and tidy store is a big factor in 
footwear selling. When clerks aren’t 
attending to customers, they are busy 
polishing and dusting. All leather up- 
holstery, as well as woodwork, is kept 
waxed to mirror brightness. A carpet 
sweeper is used as many time daily as 
is necessary to keep the floor spotless. 
The sixty foot store virtually gleams. 

When called on, Mr. Mokos was in 
old clothes, painting an interior office 
not generally seen by the public. He 
claims that customers are impressed 
by the store’s immaculate atmosphere, 
and, hence, are more inclined to buy. 
He points proudly to the fact that some 


of his customers have been known to. 


wait from two to three months for a 
particular shoe because they don’t 
want to buy it at any other store. 
The store caters to young men and 
features a $5.90 seller. Mr. Mokos has 
not noticed a definite style trend on 
the part of returning servicemen. 
“They choose both plain and fancy 
shoes, with no marked preference for 
either,” he said. Mr. Mokos entered 
the shoe business in 1928 with the old 
eeverk Shoe Company in Scranton, 
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To Direct Macy 
Purchasing Division 
New YorkK—Harry Kullman, Jr., has 


been appointed director of the Corpo- 
rate Purchasing Division of R. H. Macy 


HARRY KULLMAN, JR. 


& Co., Inc., it has been announced by 
Jack I. Straus, president. Benn B. Levy 
has been named assistant director. 

In his new post, Mr. Kullman will su- 
pervise the activities of the Macy As- 
sociates Buying Office, which is the New 
York buying office for The Davison- 
Paxon Co., Atlanta, Augusta, and Ma- 
con, Georgia, The Lasalle & Koch Co., 
Toledo and Bowling Green, Ohio, and 


O’Connor, Moffatt Co., San Francisco; 
the Corporate Surplus Division; Corpo- 
1ate Purchasing by Committees; the 
Office of Coordination of Information; 
and the Macy-Bamberger Sample 
Rooms. ; 

Mr. Kullman is at present merchan- 
dise councillor of the men’s and chil- 
dreh’s wear groups of Macy’s, New 
York. He joined the Macy organization 
in 1930 as a merchandise executive with 
L. Bamberger & Co., Newark, and in 
1934 came to Macy’s, New York, where 
he held several positions as assistant 
buyer and buyer. He has been mer- 
chandise councillor since 1943. Mr. 
Levy has been with the organization for 
some time and, since Joseph Givner’s 
resignation in April, 1945, has super- 
vised the activities of the Corporate 
Purchasing Division. 


Parke Joins Darling Displays 


BRONSON, MICH.—Al Parke is now 
with the L. A. Darling Company, here, 
and will have headquarters at the firm’s 
new offices in New York City. 

He is widely known through his past 
experience with Walt Disney Produc- 
tions and at Sears-Roebuck in Store 
Planning and Display. He served in the 
Tank Corps during World War II, and 
has received his honorable discharge. 

As a designer for Darling Displays 
he brings a vast experience in all kinds 
of equipment. 
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SHOE ORNAMENTS 


¢ SHOE BEAUTIFIERS - 
by 
DANIELS 


DANIELS SCOOPS AGAIN! 


PIRATE #111 
me very y bows— HAND PAINTED —on Suede, 
Hea or Calf. Black, Red, Novy, Brown. 


$1.50 per pair 
No Less Than 6 Prs. Orders Accepted 
IMMEDIATE DELIVERY 


DANIELS MANUFACTURING CO. 
5403 - 18th Avenue, Brooklyn 14, N. Y. 
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Party Sandal 


Jewel Toned Nailheads 
of Varied Colors 





#5442 


$2.00 

3% 

Less 2% 10 days, Net 30, F.0.B. Chicago 
Pajama, cocktail and 
formal evening sandal. 

Faille py with contrasti i 

cotors: "ect, Red and White (for 
inting). 


SIZES: 4 to 9 (half sizes) 
Packed 36 pr. to case—assorted sizes. 
—— orders accepted, 18 pr. per 

ae eee Delivery 
WILLIAM COHAN CO. 

— Third Floor — 
Play Shoes—House Slippers—Sport Shoes 
L 19 So. Wells St., Chicago 6, Ill. 


























Buy Victory Bonds 
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Brown Named 


Vice-President 


New YorK—Allan Brown has been 
elected vice-president of Bakelite Cor- 
poration, a Unit of Union Carbide and 


ALLAN BROWN 


Carbon Corporation, it has been an- 
nounced by J. W. McLaughlin, presi- 
dent of Bakelite. Mr. Brown is in 
charge of advertising and public rela- 
tions for the corporation. 


New Name for General 
Foreign Group 


NASHVILLE, TENN.—All operations of 
the Foreign Group of General Shoe Cor- 
poration will be under the new name 
of General Shoe Intercontinental Com- 
pany, according to announcement of J. 
P. Saunders, vice-president and secre- 
tary of General Shoe, and the officer in 
charge of its foreign operations. 

All manufacturing and sales of the 
foreign group are included in the new 
company name, which will, of course, 
remain a subsidiary of General Shoe 
Corporation. Principal activities will 
be the export sales division and the 
Mexican Division, the latter consisting 
of two shoe manufacturing plants in 
Mexico City, the Eclipse and Hispano 
plants. 

General Shoe Intercontinental Com- 
pany now exports shoes to about 25 for- 
eign nations and about 48 cities of the 
world, according to Mr. Saunders. Its 
Mexico City plants make up one of the 
largest shoe manufacturing units of 
Mexico, producing nearly 1500 pairs of 
men’s style shoes per day, strictly for 
the Mexican market. 


Building Modern Plant 


Los ANGELES, CALIF.—According to 
an announcement by Sidney Schwartz, 
general manager of Ted Saval, Inc., the 
firm is building a modern sltoe factory 
at 15th and South Broadway. This air- 
conditioned plant will permit the firm 
to manufacture over 1500 pairs daily of 


California-inspired high style women’s 
shoes. 


Form Supervisory Staff 

Santa ANA, CaLir.—Burns Cuboid, 
Inc., has inaugurated a Supervisory 
Staff, consisting of field men Tom Phil- 
lips, Harry Barber, Walter McVockar, 
Ralph Borschow, Al Posner and B, B, 
Frisbie. The first meeting was held re. 
cently in the home office with the fore. 
going present. In addition, Rex Dickin- 
son, of The White House, San Fran. 
cisco, was present. 


Newly opened Cuboid departments 4 


are in Rike-Kumler Co., Dayton, 0, 
with Paul W. Goss in charge, and in 
the C. A.*Verner Co., shoe store in 
Pittsburgh with H. T. Brundidge at the 
head. 


Honor Stewart at Luncheon 


Los ANGELES, CALIF.—E. V. Stewart 
was honored on his 73rd birthday by a 
luncheon at the Los Angeles Athletic 
Club by two of his “boys”—men who 
owe their training in the shoe business 
to “E. V.”—Harry J. Evans, Western 
sales representative for the Lockwedge 
Shoe Corp. and for Field & Flint, and 
D. F. Chesney, head of the Chesney 
Shoe Co. Forty years ago, Mr. Stewart 
was shoe buyer for the old Hamburger 
Department Store in this city and later 
founded the Stewart-Dawes wholesale 
shoe firm. Other guests at this occasion 
were David Good, men’s shoe buyer for 
Gude Shoes; Al Merkle and Arthur 
Hanson, both connected with the Ches- 
ney Shoe Co., Charles Van Ardsdale 
and Harry R. Terhune. 


1946 Spring Shoe and 
Leather Color Cards 


New YorK—The 1946 Spring Color 
Card for women’s shoe leathers has 
been released to the trade, it has been 
announced by Margaret Hayden Rorke, 
managing director of The Textile Color 
Card Association. As previously an- 
nounced wher the advance swatches 
were issued to the association’s mem- 
bers in the shoe and leather industry, 
these colors comprise Frappé Cocoa, 
Town Brown, Cinnamon Tan, Rancho 
Tan, Cream Blond, Victorious Blue, Ad- 
miral Blue, Brave Red, Cherry Red, 
Magnetic Green, black and white. 

Also available to the trade is the 1946 
Spring Color Card for men’s shoe 
leathers. These colors comprise Yankee 
Brown, Indian Tan, Tawny Tan, Cordo 
Wine, Bermuda Tan, Sandune Beige, 
black and white. 

Merchandising notes accompany each 
of the colors shown in the above cards, 
The Tanners’ Council of America, the 
National Shoe Manufacturers’ Associa- 
tion and the National Shoe Retailers’ 
Association cooperate with The Textile 
Color Card Association in the selection 
of the seasonal shoe and leather colors. 
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GREAT LITTLE TIME SAVERS! 


PRICE TAGS 


to harmonize with your trim colors. 





20 different color designs on tags 
IN - STOCK 
Tell us your trim colors and we will send ‘samples 





om fe 
1%” x 21/4” 


CANADA: 
109 different . 
6 dozen—$1.70 
Prices In Stock 


12 dozen— 2.80 
With Store Name Imprinted: 
144 Tickets $4.25 
288 Tickets 6.75 





CANADA: 


144 Tickets $4.55 
288 Tickets 7.35 


Any selection of prices desired 
M. O. or Check with Order Please; 


DISPLAY CARDS: 75¢ Each; 3 for $1.85 
List of texts to select from will be sent on request. 


Detailed Information on Monthly Service at Your Request. 
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CHILDREN’S ALL 
LEATHER SLIPPERS 


All Leather Uppers Style No. 301 

Colors: Brown, Blue, Goodyear Stitch 
Red, Green 

Flexible Hard Leather Soles 

Fine Grain Leather 

Plaid Linings 

Regular Half Sizes 


In Stock 
At Once Delivery 


Infants’ Sizes 5-8 
Children’s Sizes 8%-12 
Misses’ Sizes 12%-3 


See Us at Your Regional Show 


LINAWLEYWdAad ADIAUAS. SINWHOUAW 
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Receive Navy Certificate 
Of Achievement 


BrockTon, Mass.—Thompson Bros. 
Shoe Co. has been awarded the United 
States Navy’s Certificate of Achieve- 
ment in recognition of work done in the 
production of Navy shoes during the 
war. The certificate, signed by Assis- 
tant Secretary of the Navy H. Struve 
Hansel, reads: 

“United States Navy Certificate of 
Achievement awarded to the Thompson 
Bros. Shoe Company in recognition of 
exceptional accomplishment in behalf of 
the United States Navy, and for meri- 
torious contribution to the national war 
effort.” 

When the last contract has been com- 
pleted, this company within the last 
three years will have shipped one and 
one-half million pairs of Navy shoes, 
according to an announcement made by 
President Joseph E. Small. 


eS 


Re-elected President of 
Crescent Store 


SPOKANE, WASH.—Robert A. Pater- 
fon was re-elected president and gen- 
eral manager of the Crescent Depart- 
ment Store at its recent annual stock- 

ers’ meeting. 

At the time, Mr. Paterson reported 
that 1945 business for the store, in spite 
of reduced inventories, was the largest 
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Use Plastic to 
Preserve Baby Shoes 


Les Angeles, Calif.—A service which 
retail stores may offer to their cus- 
tomers is made available by the Plastic 
Baby Studio, here. This concern takes 
worn baby shoes and makes them into a 
lustrous colored plastic keepsake. Col- 
ors are pearl, pink, white and blue. The 
plastic finished shoes may also be made 
into book ends, ash trays and picture 
frames. 





in the 56-year history of the business. 
He also announced that extensive 
plans for remodeling and modernization 


are being made. These will call for the 
removal of all stock rooms and service 
departments to a separate building to 
make room for new departments and 
expanded departments in the present 
store. 

Other officers of the store were also 
re-elected at the meeting. These in- 
clude: Harold D. Bacon, vice-president 
and merchandise manager; W. B. Kerr, 
secretary-treasurer; and as members of 
the board, Mrs. Josie C. Shadle, and Mr. 
Paterson, Mr. Bacon and Mr. Kerr. 


Sales High in St. Louis; 
Stocks Low 


St. Louis, Mo.— Shoe sales in St. 
Louis department stores in November 
were 39 per cent higher than in the 
same month of 1944, while shoe stocks 
were 28 per cent lower, an analysis re- 
leased by the St. Louis Federal Reserve 
Bank in January shows. 

Men’s and boys’ shoes led the sales 
increase with 56 per cent, as compared 
with 21 per cent for women’s footwear 
and 24 per cent for children’s. On the 
ether hand, inventories of women’s 
shoes showed the greatest decline, 35 
per cent. Stocks of men’s and boys’ 
shoes declined 27 per cent but children’s 
footwear inventories increased 32 per 
cent. 

Shoe sales in the bank’s seven-state 
district as a whole increased 34 per cent 
while stocks declined 22 per cent. 
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MEN'S LEATHER SANDALS 


THER SOLES with PLATFORM 
BROWN RUBBER HEELS — Will 
not mark floors 


sy $2.00 


per pair 





Style Sandals Aveilable—Some With 
Wedge Heels 


KANDEL SHOE CO. 
Men's and Boys’ Fine Shoes 
114 Reade Street New York 13, N. Y. 


Or 
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WOMEN'S SHOES 
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“OUTDOOR-EES” 


NEW 
SWING-STRAP SANDAL 
WITH 
NAILHEADS 


$9.15 
a pr 
2% 10 days, net 30 
F.0.B. Chicago 
Smooth Elk Leather Upper 
California Process — Leather Sole 
COLORS: Belge and Brown—Blue and Red 
—White and Brown—White and Red—All 
over Red—All over White. 
#£5530—Same style All over Gabardine 


Immediate or future delivery 


WILLIAM COHAN CO. 
— Third Floor -— 
Shoes—House Sli 


19 Se. Wells St., Chicage 6. I 
Buy Victory Bonds 
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Ben Schwartz 
New Guild Head 


New YorK—Benjamin D. Schwartz 
cf Schwartz and Benjamin, Inc., New 
York, was elected the 1946 president of 
the Guild of Better Shoe Manufactur- 


BENJAMIN SCHWARTZ 


ers at a well attended dinner meeting 
held by the organization at the Hotel 
McAlpin late last month. Other offi- 
cers are: first vice-president, Irving E. 
Grossman, sales manager of I. Miller & 
Sons, Inc.; second vice-president, Louis 
Sachar, M. Wolf and Sons, Inc.; execu- 
tive secretary; Kate Goldstein Kamen; 
and treasurer, John Jerro, Jerro 
Brothers. 

The board of directors include A. H. 
Bogutz, Newton Elkin Shoe Company; 
Ben Schwartz; Dan Palter, Palter- 
DeLiso, Inc.; S. Philipson, Van Arden 
Shoe Company; and S. Cangemi, Can- 
gemi, Inc. 

Mr. Bogutz,, retiring president, was 
presented a testimonial plaque, and 
members voted to confirm March 25 as 
the opening date for the Guild’s ad- 
vanced Fall showing. 


Paul Kirsh to Represent 
Edwards on West Coast 


PHILADELPHIA — Paul V. Kirsh, 
prominent West Coast shoe buyer and a 
recognized authority on styles and mer- 
chandising, has been appointed Pacific 
Coast sales representative for Edwards 
shoes, according to an announcement by 
Joseph J. McBryan, vice-president in 
charge of sales for J.. Edwards & Co., 
Philadelphia, makers of fine juvenile 
shoes. Mr. Kirsh will cover the entire 
West Coast region and his appointment 
is effective Feb. 1. 

Mr. Kirsh recently severed his con- 
nection with the May Company in Los 
Angeles, where he directed the mer- 
chandising of the shoe departments. 
Prior to his connection with the May 
Company he was with the J. W. Robin- 
son department store in Los Angeles. 
His home is at 1220 Beverly Glen 
Boulevard, Los Angeles. 


I. Miller Purchases 
Bancroft-Walker Plant 


New York—I. Miller & Sons, Ince, 
has purchased the Bancroft-Walker 
factory in Waltham, Mass., and will 
assume ownership April 1, according to 
statements made by officials of the two 
companies. Louis H. Salvage, of Ban- 
croft-Walker, made known that the 
company would continue to cut shoes 
under its own trade mark until the 
above date at which time the new own- 
ers will complete and deliver all foot- 
wear in the process of construction. 

The acquisition of the New England 
factory brings the I. Miller units to 
three, the others being located at 
Wilkes-Barre, Pa., and Long Island 
City, N. Y. 

A definite price bracket has not yet 
been established for shoes made at the 
Waltham plant, nor will production 
commitments be made until reorganiza- 
tion is completed. However, the price 
bracket will be lower than that of the 
I, Miller, Long Island City factory, 
according to a statement made by I. E. 
Grossman, general sales manager of 
the company. “It should be emphasized” 
he said, “that production benefits will 
not be felt in distribution for several 
months, probably in the late Fall season 
for I. Miller dealers.” 


Valtin Speaks at 
Boston Club Meeting 


Boston, Mass.—Jean Valtin, author 
of Out of the Night, was the speaker 
at the 325th dinner meeting of the Bos- 
ton Boot and Shoe Club at the Hotel 
Statler recently. Addressing a large au- 
dience, Mr. Valtin, who served in the 
Southwest Pacific with the Twenty- 
fourth Infantry Division, warned that 
returning veterans desire three things 
—homes, jobs and quiet peace—and 
that if they don’t get them, they mal 
follow the leadership of almost any 
spellbinder who promises them what 
they want. It is, he said, up to the busi- 
ness men of the country to see that 
newly discharged men are given sound 
and disinterested advice and all the 
help they need in achieving their ideals. 

Toastmaster of the meeting was 
Francis C. Donovan, club president. 


Keith Co. Prints Pamphlets 


BROCKTON, Mass.—Geo. E. Keith 
Company has recently published two in- 
teresting pamphlets, one of which, en- 
titled Walk-Over and World War II, is 
devoted to the part the company and 
Walk-Over Associates played in the his- 
toric conflict, while the other, entitled 
Creative Planning, is devoted to the 
future. It includes, however, the annual 
report of the company’s operations for 
the last fiscal year, as summarized in 
a recent RECORDER issue, and on the 
back cover, reproductions of advertise- 
ments of trade interest which are re 
ported to have brought inquiries from 
outstanding stores all over the world. 
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BE BE BOND CEMENTS for Folding— 
“built” to run in the GPC Cementing Machine 
Model C. Each number lays an even ribbon of 
cement on the folding margins of uppers. 


#7780 — Strongest bond and longest tack 
period of any Folding cement we have yet 
developed — dries fast — folds nicely as soon as 


film is dry. 


#7783 — Adequate bond for use under 
average shoe factory conditions—fast drying 
tim2— overnight tack—good rub off. 


mulation 
ments 


A STRIDE FORWARD inthe develop- 
ment of synthetic cements of the Latex type 
measured in terms of: — 


STRONGER BOND 
LONGER TACK PERIOD 
FASTER RATE OF DRY 


The performance of BE BE BOND CEMENTS 
is maintained through constant laboratory 
control. 
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rich Development in Rubber,” 26 of 
the company’s best received advertise- 
ments which appeared in national 
magazines during 1944. Each adevr- 
tisement has a picture and story which 
dramatically emphasize the importance 
of new developments in industrial rub- 
ber. Two of the advertisements won 
merit awards in advertising competi- 
tion conducted by the Associated 


Eric Nathan 
With Sun Shoe 


Cuicaco, Int.—Eric Nathan, son of 
Richard Nathan, president of Sun Shoe 
Mfg. Co. here, has joined the sales staff 
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WOMEN'S CASUALS 
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WOMEN’S CALIFORNIA CASUALS 


Broad Band Gabardine Sandal 
Wedge Heel and Platform 
Hard Leater Sole 


Colors: White 
and Red 


Sizes: 4-9 Reg- 
ular Half Sizes 


$2.00 


Neo. 900A 
Delivery: Feorvary-March 
Terms: Net 10 days F.O.B. N. Y. 
Min. Orders 18 prs. of color 
ALSO IN WHITE ELK AS ABOVE 
STYLE No. 900 $2.40 


ALLIED FOOTWEAR CO. 


154 Duane Street, New York 13, N. Y. 
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ERIC NATHAN 


of the organization, taking over the 
Midwest territory from Kansas City, 
Kan., to Pittsburgh, Pa. This territory 
was formerly covered by Carl H. Na- 
than, vice-president of the company. 

Eric Nathan recently received his dis- 
charge from the Army. He served three 
and one-half years, eighteen months of 
which were spent overseas in the Euro- 
pean Theater of Operations. He has re- 
ceived four battle stars. 


Three New Members in 


Business papers. Copies of the booklet 
are available on request of the B. F. 
Goodrich Company, Akron, Ohio, 


—— 


Salesmanship in the Air Age 


Des MoINes, Ilowa—The requisites 
of salesmanship in the air age were 
indicated here recently in one of the 
speediest and most unusual sales on 
record. Mel Hart of The Shu Spot, St. 
Paul, Minn., wrote to Dave Russick, 
representing D. Myers and Sons of Bal- 
timore, saying, “I am leaving for St. 
Louis Monday morning via plane and 
will have fifteen minutes between planes 
in Des Moines. Would it be possible for 
you to meet me at the airport with 
about six of your best selling sport ox- 
fords and a dozen or so of your style 
shoes. I could take a quick look and tell 
which ones I want and you could then 
mail the order two weeks sooner.” 

Mr. Russick met the plane and Mr. 
Hart took a “quick look.” A sizable 
sale was made in fourteen minutes flat 
and the curious onlookers in the wait- 
ing room are probably still puzzled. 


Shoe Club Sponsors 
Labor-Management Parley 





AS 





: Midland Board caeeleal cal conucel praead a 
ACE BOWS c ucation cultur ha 
d No. 2210 St. Louts, Mo.—At their annual sponsored by the Shoe Club was enthu- co! 
Genuine Back Patent. | Black, Navy, mena <weer 2 the a —. siastically received by over one hundred mi 
Russet, Town Brown ‘town: y increased Irom two ve the members who met at the Hotel McAlpin l 

N se e 
Silver White Suede. Studded with vith eld *r | number of members sitting on the board to hear a discussion.of the question: Is no 

Terms: 2% 10 days, net 30 bers are Robert C. Lundahl and Frank Taking the affirmative was Tilford 
Immediate Delivery. All Bows with Clips. X. Barry. Those re-elected were Frank yf, Dudley, a past trial examiner of the til 
ACE BOWS, INC. Ss. Rice, Edgar Dehner and J. H. Jones. NLRB and currently assistant to the pl 
212 20th Street Brooklyn 32, N. Y. Election of officers resulted in the chairman of the CIO PAC. He was op- ar 
following: Frank S. Rice, president; posed by Austin M. Fisher, one time eo 
Edgar Dehner and Robert C. Lundahl, member of the Labor Relations Board re 
vice-presidents; J. H. Jones, secretary of the state of New York and presently ev 
SAND and treasurer. a labor consultant to industry. Moder- ti 
ALS Mr. Lundahl started his shoe career ator for the debate was Leland R. Rob- or 
— omen as a salesman on the inson, widely known economist, writer, of 

oor, later became a department man- lecturer, and business consultant. 

LEISURE SANDALS ager and for the past five years has The audience participated in the dis- 
Cowhld been buyer of women’s shoes. Mr. cussion by addressing questions to both T 
U a Barry, the other new director, handles Mr. Dudley and Mr. Fisher. Chairman U 

Seles | the company’s accounting. for the evening was William Bressler, 

Midland operates 30 shoe stores and President of the Shoe Club. 

leased departments in the Midwest and : 2 
South. : 
Lease New Location r 
Booklet Explains CoLtumsBus, On10—Flagg Bros. Shoe b 
ber Co., which has been in business here at Pp 
; — ee 11 South High Street, has leased a b 
immediate KRON, OHIO.—The Goodrich storeroom at 2 East State Street, for- nr 
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GIVEAWAYS! 


THE SHOE RETAILER’S 


SURE- 


FIRE 


GOODWILL 
BUILDER 
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ASK FOR CATALOG 25A 


Write for our 
newest? illus- 
trated catalog 
of souvenirs and 
advertising nov- 


and girls. 










for boys 


No. 100 


Novelty Penedl Sox 


No. 1 in the parade of kids’ favorites —an intrig- 
uing new pencil-box. Jumbo-sized—12” long, 
pencil-shaped, and containing a penholder, pencil 
and 6” ruler. Assorted colors. 


Price, with your ad — 9¢ each 


Minimum order, 360 
ORDER NOW FOR DELIVERIES TO AUGUST 


THE Lederer INDUSTRIES. Inc. 39-45 WEST 19th STREET - NEW YORK 11, N.Y. 


SUPPLYING 


ADVERTISING 


NOVééGy i so 


St¢nce 1902 





NESLA Favors Continuation 
Of Price Controls 


Boston, Mass.—Directors of the New 
Engiand Shoe and Leather Association 
have adopted a resolution favoring the 
continuation by the Office of Price Ad- 
ministration of price control on hides, 
leathers and shoes, it has been an- 
nounced by Maxwell Field, the associa- 
tion’s executive vice-president. 

“Such price control is necessary un- 
til that time in the future when sup- 
plies for these commodities are in bal- 
ance with demand,” he said. “To remove 
controls before then would undoubtedly 
result in run-away prices, with its in- 
évitable cycle of inflationary and defla- 
tionary trends, with disastrous effects 
on the entire industry, in the opinion 
of our directors.” 


Texas Shoe Sales 
Up 11.1 Per Cent 


AUSTIN, Tex.—Retail sales for shoe 
stores in Texas for November showed 
an increase of 11.1 per cent over No- 
vember, 1944, according to figures just 
released by the University of Texas 
bureau of business research. It is ex- 
pected that a still larger increase will 
be reported for December, when full 
reports of a record Christmas business 
are all in. November retail sales for 
all lines increased 11.2 per cent. 





Frank Storey Joins Quintone 
Boston, Mass.—Lt.-Cmdr. Frank 

Storey, recently released after three 

and one-half years’ service in the Navy, 





































FRANK STOREY 


has joined the K. J. Quinn & Company, 
Quintone Boot Polish Division, as exec- 
utive in charge of merchandising and 
sales. 

Cmdr. Storey is a graduate of Mas- 
sachusetts Institute of Technology and 
was employed by Jordan Marsh Com- 
pany for eighteen years in various ca- 
pacities prior to receiving his commis- 
sion in the Navy. His last duty was 











Officer-in-Charge, Ship’s Operations, 


Navy Yard, Mare Island, California. 
He is a past president of the New 
England Housewares Association. 





International Annual 


Statement 


St. Louis.—The financial report of 
the International Shoe Company for 
the fiscal year ended November 30, 
1945, showed a net profit of $5,568,- 
720. The figure represents an earning 
of $1.66 per share of common stock as 
compared to $1.78 per share for the 
previous year. Net sales totaled $148,- 
783,704 compared with $156,642,087 
for 1944. International factories pro- 
ruced slightly over a million pairs of 
shoes less than last year. 





Ad Explains Lack of Shoes 


LAREDO, Tex.—A full page news- 
paper advertisement, run by Sam. H. 
Sullivan, manager of Richter’s shoe 
department, here, caused considerable 
local comment. The advertisement gave 
a terse, accurate explanation for the 
nation-wide lack of civilian shoes, com- 
menting on the excellent war time job 
done by the shoe industry, and prom- 
ising a continuation of high standards 
of service to customers. 
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Self Conforming 
CoRRECT SHOE INSERTS 


Sold exclusively by shoe 
merchants in shoe stores. 


WALK-ON-AIRE cv. 5. pat. & Trese mark) 


Retails at 75¢ a pair 
100% Mark-Up on Cost 


NORMAL feet are never perfect mates. 
Shoes are. Our Inserts aid better fitting 
and give the feet cushioned comfort. To 
show them is to sell this profitable item. 


Wrise us for name of cour anthor- 
fsed distributer in your territery. 


The “WALK-ON-AIRE” Line: 

Heel Pade—Spring Strides, Metatarsal Pads — 
Feet Cradles, Arch Supporte—Feet Meets, fer 
Werk Shees—Greak-in-Seles, for New Shoes. 


WALKONAIR CORP. 
(factory) KNOX, IND. 
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SADDLE OXFORD 


Red Rubber Soles and Heels 





Smooth White Elk, 
Dutch Toe, Stitchdown co 
1250—G. Girls’ 32-8. - + -$2.00 
630—Misses’ 12-3 ....... $1.65 
36 pr. or 18 pr. Lot 
immediate Delivery 
IRVING LAMET SHOE CO. 
329 W. Monroe St., Chicago 6, Ill. 








Buy Victory Bonds 
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About Shoe People 


Arthur C. Yukon, for 13 years East- 
ern representative of the Milius Shoe 
Company of St. Louis, is now maintain- 
ing his own office in the Marbridge 
building, New York. 


Sgt. Glennon O’Brien, who served as 
a medic with the 94th Division in ETO, 
has received his honorable discharge 
and is back in his old post as vice-presi- 
dent of the Salisbury-Steis-Deevers 
Shoe Company of Saint Louis. He will 
cover key cities from Saint Louis East- 
ward. His brother, Connie O’Brien, 
covers the smaller cities in Ohio, 
Indiana, Michigan, West Virginia, and 
Kentucky. . Se 

Cpl. Joseph Belloli has returned to 
the Boyd Shoe Company, Detroit, estab- 
lished by Ralph Isberg, resuming his 
old post as manager of the store, fol- 
lowing his discharge from the Army. 
His return marks the re-establishment 
of an old Detroit shoe family in the 
field here, although two other brothers 
still remain in the service. 

One brother, Tony, now operates the 
Stocker Shoe Store, and another, John, 
is in the Florsheim store on downtown 
Washington Boulevard. All are the sons 
of the late Frank Belloli, who operated 
a amall chain of Detroit shoe stores 
about two decades ago. 

- 7 om 


Joseph C. Fischer has been named 
representative in the Midwestern ter- 
ritory for Pli-Mode Shoe Company, 
Everett, Mass., and opened his first ex- 
hibit in his new connection at the 
Michigan Annual Shoe Fair, Detroit. He 
succeeds H. H. Smeltzer in his new 
post. 

Mr. Fischer comes from Rosenbaum’s, 
Pittsburgh, where he was merchandise 
manager for shoes, after starting as 
buyer. Before that he was with J. W. 
Robinson Company, Los Angeles, and 
Bullock’s, San Francisco. 

He will cover Michigan, Ohio, West 
Virginia, Indiana, and Kentucky. 


William G. Orvis, boatswain’s mate 
first class, who was discharged recently 
at the Jacksonville, Fla., naval person- 
nel separation center, plans to return 
as manager of the shoe department for 
S. G. Holmes & Sons, Wichita, Kans. 
He entered the naval service in January 
of 1944 and has served at Spokane, 
Wash., Jacksonville, Gainesville, Ga., 
and Anderson, S. C. 


Louis Wise, who is a discharged veter- 
an of the armed forces, from San 
Antonio, Texas, was recently named 
manager of Barker’s Shoe Store, 
Topeka, Kans. He replaces William 
Gatewood. ena he 


Gabriel and Daniel Meretsky, who 


operate under the name of Gabriel’s, 
are opening their fourth store unit 
shortly in the South end suburb of 
River Rouge. The new store will be 
the largest unit in the chain, and will 
exhibit the most modern type of store 
fittings and layout now available. The 
store will feature women’s and chil- 
dren’s shoes in popular price lines. 
°° =. = 


L. Bravener, who was with the Walk- 
Over Shoe Company in Detroit for 27 
years, has taken over the Hale Shoe 
Store at Rochester, Mich., 25 miles 
north of Detroit, and is operating it 
as his own business venture. 

. * * 


L. E. Hessenauer is opening a new 
store, to be known as Lloyd’s Shoe 
Store, in Northwestern Detroit about 
March 1. Store will feature women’s 
and children’s lines. It is being design- 
ed in the salon style, with concealed 
stock. Carpeting is designed in old 
rose, with light grey walls. 

7 . o 


Morton Hack was promoted from 
Major to Lieutenant-Colonel prior to 
receiving his discharge from the Army. 
He has now returned to Detroit take 
over operation of the Hack Shoe Com- 
pany with his brother, Leonard Hack, 
in the absence of their father, Nathan 
Hack, who has left for several months’ 
rest for his health in the South and 
Southwest. ee 


Russell L. Riggin, advertising man- 
ager of the Crescent Department store, 
Spokane, Wash., has been promoted to 
the position of sales promotion man- 
ager. He will also continue to handle 


the duties of publicty and advertising. 
*- ¢ s& 


Robert Burtman, who was recently 
discharged from the Army after 52 
months’ service, including many months 
in the Pacific, has joined the office staff 
of the H. O. Rondeau Shoe Co., Farm- 
ington, N. H. He is a nephew of A. 
Burtman, an executive of the concern. 

* * > 


Edison L. Wilson, manager of the 
Gibbs Clothing Company, Manhattan, 
Kans., was elected the new president 
of the Manhattan Chamber of Com- 
merce recently. Mr. Wilson was also 
named county chairman of the 1946 Red 
Cross campaign to be held during 
March. a ae 


W. D. (Pete) Worten, for years man- 
ager of the shoe department of the 
Variety Store at Coconut Grove, Miami, 
has returned home after almost three 
years service in the Signal Corps. His 
overseas time was spent in Australia 
and Manila. He is back at his old job. 


Don J. Hanna, recently released from 
the Army after having served with the 
8th Air Foree, has been placed in charge 
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Style FC-40: Top quality strap leather top, cellular rubber body, 


brown suede bottom 


$18.00 doz. pairs 


VOSBURG FOOT APPLIANCE CO. 


WE ALSO MANUFACTURE AND STOCK 
A COMPLETE LINE OF 


Sponge Rubber Metatarsal Pads 
Instep Cookies 

Molded Leather Shells 

Felt and Sponge Rubber Heel Pads 
Shoe Polishing Brushes 


Write today for a run of sizes and for 
our catalogue R-15 










1616 LAVACA Sr. 


AUSTIN TEXAS 








of the shoe department at J. C. Penney 
Co., Binghamton, N. Y. Before the war 
Mr. Hanna was with Penney’s in Corpus 
Christi, Texas. 

* ~ pa 

Benjamin Sunness, owner and man- 

ager of Benn’s Shoe Store, Scranton, 
Pa., is back on the job after spending 
37 months in the Army. He was over- 
seas for a year and served in the 
European theater with the rank of 
Technician 4th grade, Field Artillery. 

* « « 


W. A. M. Vaughan has retired as 
vice-president and treasurer of the 
Seiberling Rubber Co., Akron, O., and 
R. J. Thomas, Toronto, Can., was named 
his successor. Mr. Vaughan resigned 
because of ill health. Mr. Thomas comes 
to Akron from the Seiberling Rubber 
Co. of Canada, Ltd., where since 1933 
he was president and treasurer. He 
will continue to serve as treasurer of 
the Canadian firm, and M. L. Brown, 
former vice-president in charge of pro- 
duction, becomes head of the Toronto 
company. 

* . > 

Former Gov. Huntley N. Spaulding. 
head of the Spaulding Fibre Co., Inc., 
manufacturer of shoe counters, has been 
installed as a director of the Rochester, 
N. H., Kiwanis Club. 

* . + 

Moe Miller and Henry Hermer, own- 
ers of the Miller-Hermer Shoe Co., 
Dover, N. H., have donated a $1,700 
mobile bedside X-ray unit to Wentworth 
Hospital. 

7 . 7 

B. J. Saad, of Saad Brothers Shoe 
Stores, has been named to have charge 
of shoe collections in Spokane’s drive 
for clothing for distribution to the 
needy of other nations. He has asked 
shoe dealers to contribute obsolete 
shoes and has arranged for their collec- 
tion. 

7 o - 

William L. Tobin has celebrated his 
25th anniversary as manager of the 
Boston Shoe Store, Michigan City, Ind. 
He announces that the store will be 
completely departmentalized. A com- 
plete children’s department will take 
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care of growing feet, a new lighting 





system will be installed with modern 
fixtures, and the store front will be 
modernized. 

. * a 

John Murphy, former manager of 

Burt’s Shoe Store, Oklahoma City, has 
returned to resume this position, after 
serving a year in the Army. 

* . a 


George Babb, foreman at the H. O. 
Rondeau Shoe Co., and Mrs. Babb were 
tendered a house-warming party by 
personnel of the shoe factory and other 
friends at their new home on Peavey 
Hill, Farmington, N. H. 

* > . 


Frank C. Remick, proprietor of F. C. 
Remick & Co., shoe dealers, Portsmouth, 
N. H., has been named chairman of the 
work program committee of the New 
Hampshire Seacoast Regional Develop- 
ment Association. He was also ap- 
pointed te the recreational development 
committee of the organization. 

> > * 


Nathan Weiner has resigned his posi- 
tion as basement buyer of men’s, wo- 
men’s and children’s shoes for Frank 
& Seder’s Philadelphia store. 

S @-@ 


Marshall O. Smith and Wallace Smith 
have purchased the Quality Boot Shop 
at Kokomo, Indiana. T. J. Sparks is 
manager of the store. Smith Brothers 
also operate stores in La Porte, Lafay- 
cette and Michigan City, Ind. 

+ So 


Arthur Hemp, who represented United 
Men’s Division of Brown Shoe Company 
in Wisconsin for seven years, is now rep- 
resenting the Men’s Division of Roberts, 
Johnson and Rand in the same territory. 

. . + 

John L. Lookatch has purchased the 
Veling Boot Shop, Beaver Dam, Wis., 
and is operating the store under the 
name of the Beaver Bootery. Mr. Look- 
atch was formerly assistant women’s 
shoe buyer of the Milwaukee Boston 
Store. 

7 + * 

Melvin Snyder, manager of the Brez- 
ner Tanning Co., Penacook, N. H., has 
announced that Warren Davis of Pea- 
body, Mass., has become consultant 
tanner at the plant, and Roland Mac- 





Cormack of Lynn, Mass., supervisor 
of the finishing and shipping depart- 
ments. 

* + . 

Robert Feineman, former manager 
of the shoe department at Feineman 
Bros., Rochester, N. H., and a recently 
discharged army corporal, was one of a 
group of well known local World War 
II veterans who spoke at a meeting at 
Spaulding high school opening the an- 
nual membership drive of Rochester 
Chapter, American Junior Red Cross. 
Corporal Feineman served more than 
two years with the Amphibious Engi- 
neers in the Pacific area. 

. * 7 


James Weeks, previously directing 
operations of the bottoming department 
of the John E. Lucey Co., in Bridge- 
water, Mass., has been appointed as- 
sistant to W. J. McGrath, general 
superintendent. Edward O’Donnell, pre- 
viously with Stetson Shoe Co., South 
Weymouth, succeeds Mr. Weeks. 


> * * 


As a token of appreciation to the 215 
men and women from its ranks who 
have served in military service during 
the war, W. L. Douglas Shoe Co. is pre- 
senting each discharged vet with a spe- 
cially designed pigskin wallet to be used 
for discharge papers, service records 
and ribbons and photographs. The gifts 
are being sent by Charles Ault, execu- 
tive vice president, who sends his com- 
mendation and welcomes the returning 
vet back to the Douglas organization. 

“ 7 * 


Frank B. Mokos, manager of Flagg’s, 
Jersey City, N. J., has received his 
discharge from the Quartermaster 
Corps’and is back at his post. Hugh 
Donahue, clerk at Flagg’s, was dis- 
charged from the Marines and is also 
back at the store. 


. * *® 


Gerald Bain has been appointed a 
divisional merchandise manager of 
Hens & Kelly, Inc., Buffalo, N. Y., with 
supervision over the women’s and 
children’s footwear departments. Mr. 
Bain came to Buffalo from Baltimore. 
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SALESMEN WANTED 


SALESMEN WANTED 








WANTED BY ESTABLISHED 
NEW YORK WHOLESALER 


Salesman with personality and initia- 
tive to travel States of Minnesota, 
Wisconsin, Virginia and West Virginia. 
We carry a complete line of Ladies’, 
Children’s and Men's Playshoes, San- 
dals and Slippers in Fabric and Leather. 
Pome have a good following in these 
tates. 


FRED JACOBS SHOE & SLIPPER CORP. 
200 Church Street, New York City 








SHOE SALESMEN WANTED 


We have openings for Specialty Shoe 
Salesmen in the States of New York, 
North Carolina, and South Carolina, sell- 
ing a complete general Line of Shoes, 
Rubber Footwear, and Felt Slippers. Sal- 
ary, traveling expense, and bonus arrange- 
ment. Automobile furnished. Must have 
successful Retail and Wholesale experi- 
ence. Address, in confidence, giving de- 
tails of experience, age and other infor- 
mation of interest. P. B. HERRMANN, 
Butler Brothers, P. O. Box 5800A, Chicago 
80, Illinois. 











: THREE EXPERIENCED 
SALESMEN to represent general Line 
House in New York City, New Jersey and 
Maryland, and Washington, D. C. All com- 
munications held in strictest i 


#869, care Boo & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





SALESMEN: To represent Jobher with Line 

of Men’s Sandals, Slippers, Children’s Moc- 
casins and Sandals. All territories open. Com- 
mission hasis. References with application. Ad- 
dress #890, care Boot & Shoe Recorder, 100 
East 42nd Street. New York 17, N. Y. 





E-XPERTENCED SHOE SALESMEN for a 

high-grade, general line of Shoes for estab- 
lished territories in Florida. Georgia and other 
Southeastern States. also New York State and 
Pennsylvania. All replies held in strictest con- 
fidence. Address #876, care Boot & Shoe 
pneies. 100 East 42nd Street, New York 17. 





ALESMEN—ESTABLISHED, WITH G 
S FOLLOWING, contacting Shoe Retailers -* 
Jobbers to sell high Grade Line of Wool Lined 


tories still available. Attractive remuneration. 
Address #914, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





ALESMEN WANTED to handle In-Stock 

Line of Play Shoes and Slippers for ‘leading 
Wholesaler. Commission basis. South, Midwest, 
and Western territories open. State territory 
covered and other information in first letter. 
Address: Box #B-907, Boot and Shoe Recorder, 
10 High Street, Boston 10, Mass. 





SALESMAN WANTED—by large, well estab- 
lished wholesale shoe firm handling Women’s 
Novelties, Sports, Casuals and Children’s Spe- 
cialty Line of Sandals. Territory open covers 
Georgia, Alabama, Florida, Kentucky and Ten- 
nessee. State what territories can be covered, 
experience and lines now carried. Give refer- 
ences, age, family status, present residence, and 
enclose recent photograph. Only experienced 
men should apply. Exceptional opportunity for 
building a line. Straight commission. Will con- 
sider our line being handled as sideline at start. 
KRISCHER, ROGERS & FISCHER, 20 North 
4th Street, Philadelphia 6, Pa. 
SHOE SALESMEN TO CARRY LINE OF 
BETTER GRADE SLIPPERS AND CAS- 
UALS. Excellent opportunity. Write full de- 
tails in first letter regarding past experience, 
territory covered, references, etc. Address #920. 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 
AVELING SALESMEN for short fast- 
selling line, Mexican Woven Sandals. Texas, 
Oklahoma, Mississippi, Alahama, Florida, North 
and South Carolina, Maryland, Virginia, Kan- 
sas, Colorado. Pennsylvania. Address #916, 








care Boot & Shee Recorder, 1221 Locust Street, 
St. Louis 3, Mo. 









SALES 
OPPORTUNITY! 


We have a splendid opportuni 
for Salesmen who are energetic, 
like to work and be well remun- 
erated for their time. 

We have several open territories 
which were not covered during 
the war period on account of 
gas, material and labor restric- 
tions. This is permanent, full 
time work, handling a Line that 
is the finest in its field, backed 
by an organization that is well 
known and liked by the trade 
and has proven its dependabil- 
ity. If you are an honest, sin- 
cere fellow who likes to sell and 
contact the dealer, write in 
strict confidence to: MR. L. O. 
BURKE, Scott Foot Appliance 
Co., Gateway Bldg., aha, 
Nebr. 



















SIDE LINE SALESMAN WTD, 


WANTED: SIDELINE SALESMEN to sell 
Mexican Huaraches to well rated Retailers, 
Following territories open: New Jersey, Dela- 
ware, North and South Carolina, Virginia and 
West Virginia, Mississippi, Tennessee, Ken- 
tucky, Alabama, Louisiana and Middle and 
Northwest. Address #908, care Boot & Shoe 
Recorder, 10 High St., Boston 10, Mass. 








HELP WANTED 








BUYER 


Young Man at present Assistant 
Buyer or Buyer for Chain or De- 
partment Store, with knowledge 
of sources, values, etc. in popu- 
lar priced shoes is wanted by 
successful Wholesaler located in 
New York. Unusual opportunity 
for one with ability and common 
sense. Write essential informa- 
tion, including age, experiences, 
ambitions, etc. Your reply will be 
held in the strictest confidence 
by the President of the Company. 


Address 910, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











ARE YOU AMBITIOUS? And, if so and 
you are from 20 to 25 and eager to attend 
college, here’s your chance to come to Chicago. 
Your hours after classes would be occupied in 
learning one branch of advertising, acting as 
understudy for our Chicagoland ager of a 
business magazine. A young man with person- 
ality, tact and good manners might find this a 
real opportunity to pay his way through college. 
Your age, family background, references and 
picture will all be helpful in gauging our in- 
terest in replying to your application. Address 
#913, care Boot & Shoe Recorder, 209 So. 
State Street, Chicago 4, Ill. 











SHOE FACTORY GENERAL MANAGER 
WANTE rienced in 


— one thoroughly experien 
shoe manufacturing, to operate Women's Welt 
Factory located in Middle West City. Must 
have complete knowledge of factory opera- 
tions, leather, . Please write fully. 
ving age, experience and salary expected. 
plies held in strict confidence. 


Address 921, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











advertising except for 





Classified advertising is payable in agvance. Send 


CLASSIFIED ADVERTISING RATES 


Tne rate for undispiayed classified advertising is 10 cents a wo 
for each insertion. When a box numper is Geurred, sey Of a 


t. - ony our nines headings. - pose von & $1.80 
ressed to any of our offices, words must ve added for this an arged 
at the word rate. If advertiser’s own name and — is used. count o- word (street number is one word) , & we 
eck or money order with your copy. Ne accounts are ned ct 
The regular advertisers on contract. . 4 2 J ig “aT 
rate for all displayed or boxed in classified advertisements is $7.00 an Inch with a maximum of 46 words per inch. 


ll Advertisements for this page must be in our New York Office 10 days preceding publication date. = 
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HELP WANTED 


HELP WANTED 





WANTED TO PURCHASE 





NEW YORK CITY WOMEN’S DEPARTMENT 
STORE has an opening for a seasoned Shoe Buyer 
to buy medium and better grade Style shoes. Man 


must be very promotional minded and possess good 


merchandising ability. 


Attractive salary, plus a 


bonus arrangement in a department with a high 


potential volume. 


Address 9/9, care BOOT & ones Reconeee, 100 East 42nd Street, New York, N. Y. 














POSITIONS WANTED 


LINE WANTED 








POSITION WANTED: RELIABLE, YOUNG 
MARRIED MAN has been in the shoe busi- 
ness fourteen years. Capable of managing store. 
Prefer locating in Warm Climate. Available 
February 15th. Address #909, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





RODUCTION AND OFFICE MANAGER, 

formerly with several large Brooklyn Ladies’ 
Shoe Manufacturers—for sixteen years—just 
discharged as Army Officer in charge of large 
Repair Depot. Address #905, care Boot & 
oe 100 East 42nd Street, New York 
17, N. Y. 





RETAIL SHOEMAN—MANAGER’® experi- 

ence 20 years, Chain and private Shoe 
Stores; at present managing the same store 
the past ten years in the Middle West. Would 
Best references. Address 
#785, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





EXPORT REPRESENTATIVE: Young shoe- 
man, veteran, 25, thoroughly experienced all 
phases of retail shoe business, wants connection 
with live wire export organization. Swiss edu- 
cated linguist. German, French, Italian; Citizen 
U.S.A. Could be a definite asset on your sales 
; good personality. Free to travel or locate 
anywhere in the wor'd. At present emnloved 
by leading Ladies’ Salon in Ohio. 
#918, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





16 YEARS’ EXPERIENCED RETAIL 
SHOE STORE MANAGER AND SALES- 
MAN; full knowledge every phose of retailing, 
selling, merchandising, administration. 
Individual Department and Chain Store experi- 
ence. Desires good position anywhere in United 
States. Address #917, care Boot & Shoe 
oo 100 East 42nd Street, New York 17, 





FOR SALE 








G. |. Air Corps Sheep Lined Zipper 
Boots, G. |. Navy Pea Jackets, Rubber 
Parka Suits, Wool Lined Jackets, Rain- 
coats, Gloves. Wholesale. 


S. J. SMALL COMPANY 
1209 Broadway New York 1, N.Y. 











EN’S, WOMEN’S SHOES, About 2500 
pairs, old les. Will sacrifice. Ad- 
dress #911, care & Shoe a 100 


East 42nd Street, New York 17, N 
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WANTED 
WOMEN'S LINE 
of high-grade Welts for Eastern terri- 
tory, on commission basis. Am well 
known to the trade in New England, 
New York, New Jersey and Pennsyl- 
vania, having enjoyed large volume sales 
in this territory for years with present 
line. Excellent references. Your reply 


will be held in strictest confidénce. 
Address 912, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











SALESMAN DESIRES LINES to represent 
Shoe, stitch-down trade in Greater New 
York, New Jersey. CHARLES BERKOWITZ, 
65-84 Booth Street, Forest Hills, Long Island. 





M ANUFACTURER’S REPRESENTATIVE 

selling high grade shoes for past 20 years 
to finest accounts New York City to Richmond 
desires high grade line Shoes or Play Shoes. 
Address #915, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





WANTED: LINE FOR CHICAGO territory, 

also willing to invest as partner in small 
shoe manufacturing concern. Sales and mer- 
chandising experience. Age 39. References. 
Address #906, care Boot & Shoe Recorder, 
209 South State Street. Chicago 4, Til. 





WANTED TO PURCHASE 


SHOE Am, UP TO 12 UNITS WANTED 

“—IN MIDDLEWEST. CASH. Write: J. 
Kramar, 206 Nr Elmhurst Road, Prospect 
Heights, Til. 








SELL YOUR JOB LOTS 
SAM CAMITTA & SONS 


95 Reade St.. New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1906 
COrtiandt 7-€378-8 











moe STORES WAnTeD D within 350 miles 
Se PN ioe Camk deal at, ood. prices. Ade 
done #865, care Boek ‘Shoe Recorder, 209 






SHOE STORES 


FOR CASH 
BARSH & CEASA® 


NW. 4th S$? 
Ph e MARkect 







5 Carmass MAN is desirous of purchasing 

small or medium volume wring shoe saeeey 
making Women’s California rocess ; ouse 
Slippers, or Infants’ Shoes. Will consider 
partnership with an experienced production man; 
Up to $25,000 to invest. Give all details if 
possible in first letter. Address #904, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
B.SABIN 


ANE ST. NEW YORK 7, WN. Y. 
sabe Tetephene WOrth 32-2515 











FAMILY SHOE STORE: Will bay stock, fix- 
tures, and assume lease. Must have $40,000 
volume and up. ALBERT YORKE, 3807 Poto- 
mac Street, St. Louis, Mo. 





SELL YOUR SURPLUS STOCKS 
to 
KIRSCH-BLACHER CO., INC. 
established 1915 


We buy surplus or complete stocks of shoes from 
retailers. jobbers and manufacturers. 
Visit our new warehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5877 and S878 and S579 











ANT TO BUY FAMILY SHOE STORE 

in Midwest City of 5,000 or over. Give 
complete details. .Cash ready. Private party. 
Address #903, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





MERCHANTS NEEDS 














WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH AND RATION CURRENCY 
SHORT LEASES ASSUMED 


YOUR NAMB AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobe” 
89 READE STREET 


New York City 
Phone BARCLAY 1-7887 








Poy Cup 
for Price Tickets 





Will be available for shipment in 
April, 1946. Order now for early 


delivery. 
M. D. POLLINGER CO. 




















Holland Bldg., St. Louis, Mo. 



















WANTED TO PURCHASE 


WANTED TO PURCHASE 








1215 Washington Avenue—St. Louis, Mo. 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert into cash—any quantity 
YOUR NAME PROTECTED ... WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 











WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 
CAMITTA SHOE COMPANY 


120 N. 4th St., Philadelphia. 
Phene Lombard 2062 


Pe. 














MERCHANTS NEEDS 





Scientific heel-to-bail, heel-to-toe 
and width measurements instantly 
made with the new and better 
BRANNOCK DEVICE. Univer- 
sally used, in majority of American 
shoe stores,—by Army and Navy 
shoe fitters—and in global service. 


Adult Model for men and 
women $15.00 


junior Model for children $12.50 


Available at special cooperative 
price if ordered through certain 
shoe manufacturers — for this list 
and full details write to 


THE BRANNOCK DEVviCcEe CO. 


SYRACUSE 2. NEW YORK 


BUSINESS OPPORTUNITY 








Progressive Retailers 


Retail chain of shoe stores, 
with buying headquarters in 
Chicago is desirous of form- 
ing a co-operative buying or- 
genization. Full details on ap- 








Answers to Boot and Shoe I.Q. 


. Pumpkin 
Shoebill 
8. Sandalwood 
9. Iron Boot 
10. 7-league boots 











Changes in Irving 
Drew Organization 


LANCASTER, OHIO—The Irving Drew 
Corporation has announced the com- 
pletion of its manufacturing, quality 
and production to handle planned in- 
creases in production. 

William “Bill” Gordon has been 
named general factory manager. He 
has had 25 years of experience with 


Selby Shoe Company and Walker T. 
Dickerson, and recently has been serv- 
ing as factory manager of Joyce, Inc., 
tn Columbus, O. 

“Chet” K. Brown continues as super- 
intendent, a position he has held for the 
past five years. He is well known 
throughout the Ohio Valley for the 
years he spent with United Shoe Ma- 
chinery Corp. and Compo Shoe Ma- 
chinery Corp. 

Cletus “Pete” Dodge is now serving 
as general quality supervisor. Mr. 
Dodge has a wealth of shoemaking ex- 
perience, having spent about 20 years 
with the Drew organization and four 
years with Selby and Excelsior. 

Walter Paterson, who was released 
from service recently after spending 
time in India, has returned to his du- 
ties as head of the pattern department. 

H. C. Schuyler who was recently dis- 
charged from the Army Air Corps, will 
cerve as personnel and promotion man- 
eager. 


Hold Monthly Luncheon 
Meeting 


INDIANAPOLIS, IND.—Annual reports 
were read at the regular monthly 
luncheon and business meeting of the 
Indiana Shoe Travelers’ Association, in 
the Lincoln Hotel, recently. 

Frank M. Brown, who was one of 
the delegates to the Chicago convention 
of the National Shoe Travelers’ Asso- 
ciation, gave a report of the organiza- 
tion’s activities for the past year. He 
was accompanied by R. E. Grosskopf, 
who also gave a brief account of the 
meeting. 

May 12-13 has been definitely set for 
the next Indiana Travelers’ sales meet- 
ing and convention, in the Murat Tem- 
ple. The convention committee consists 
of H. Thrall, Herbert Smeltzer, Frank 
M. Brown, George Hurt and Charles 
Larson, who will plan the convention 
and prepare the program. 


plication. References ex- 


changed. 


~ MILLER-SCHWARTZ SHOE CO. 


45 S. Wells St. 
Phone: FRA. 6295 + Chicago 6, iil. 














MERCHANTS’ NEEDS 








CHAIN-STORE TYPE 


SHOE MAT SERVICE 


NOW AVAILABLE 
Complete ads shipped weekly. Newest merchan- 
dise always featured. Nominal cost. Write 
for - detafls. 
A. PALAN, Advertising end Merchandi 
5520 South Shore Drive, Chicago 37, Ill. 


W ADVERTISING 
VM Clippings 


—here's how to get 


More Business! 


Ts Vincent Edwards idea Clipping 
Service has over 2,000 satisfied users. 
Each order filled accordi to what 
e want; wholesclers usually request 
+ retall ads; manufacturers usually 
want ads of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 








VINCENT EDWARDS & CO. 
World's Largest Advertising Service Organization 
342 Madison Ave., New York City 
Please tell me more about your news- 


paper ad clipping service and special 
short term trial offer. 

















Favors Use of Available 
Shoe Materials 
[CONTINUED FROM PAGE 75] 


John D. Dunn, Hagerstown, Md.; third 
vice-president, A. N. Foster, Union- 
town, Pa.; treasurer, Louis Bendheim, 
Wilmington, Del.; secretary, Cal J. 
Mensch, Pittsburgh. 
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